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HERE IS SOME OF THE VALUABLE 
INFORMATION IN THIS BOOKLET 
PUBLISHED BY THE WEST COAST 
LUMBERMEN'S ASSOCIATION: 


® Stability of Home 
Values 


© Advantages of 
Buying Over Renting 


® Down-payment 
Savings Schedule 


SEND FOR FREE SAMPLE COPY 
OF BOOKLET TODAY! 


® Suggested Home 
Costs by Income 

® Monthly Payment 
Schedules 
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From the Pacific Slopes of the Great Northwest 
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WEST COAST HEMLOCK 
WESTERN RED CEDAR 
SITKA SPRUCE 
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“HOW TO FINANCE IT’’ DESCRIBED 
IN BEAUTIFUL COLOR BOOKLET! 


Help your prospects understand the subject of new home 
financing with this colorful illustrated booklet. Written 
in simple, easy-to-understand language, it tells why own- 
ing a new home is one of the best investments a person 
can make. By answering the all-important financing ques- 
tions, this booklet can help you increase sales in a big 
way. Up to 25 copies free—additional copies 3c each. 


NATIONAL ADVERTISING also helps you sell! 
Full-color, full-page advertisements tell prospects to “Live 
better...in a home of your own”. Advertisements are 
appearing in leading national magazines, including Better 
Homes and Gardens, American Home, House Beautiful, 
Living for Young Homemakers, House and Garden 
Building Book and New Homes Guide. 


WEST COAST LUMBERMEN'S ASSOCIATION 
1410 S. W. Morrison, Room 2418, Portland 5, Oregon 


Please send me free sample copy of booklet, 
“How You Can Own a New Home”. 


Name_ 


Address 
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demonstrate that ‘‘a wall with @ Mechanical Bond Strengthens Mortar 
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***Reduces shipping costs. 


Rigid Backbone of Steel For Every Masonry Wall 


Dur-O-wal Div., Cedar Rapids Block Co., CEDAR RAPIDS, 1A. Dur-O-wal Prod., 
Inc., Box 628, SYRACUSE, N.Y. Dur-O-wal Div., Frontier Mfg. Co., Box 49, 
it i PHOENIX, ARIZ. Dur-O-wal Prod., Inc., 4500 E. Lombard St., BALTIMORE, MD. 
asa service to the building industry Dur-O-wal Dur-O-wal of Ill., 119 N. River St., AURORA, MLL. Dur-O-wal Prod. of Ala., inc., 
ay eta puis ee Box 5446, BIRMINGHAM, ALA, Dur-O-wal of Colorado, 29th and Court St., 
study on masonry wall reinforcement. PUEBLO, COLORADO Dur-O-wal Inc., 165 Utch Street, TOLEDO, OHIO 
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x» SPIRAL NAILS 


e Hold tighter 


ut ARDO 


e Cost less 
e Drive easiel 














“Switch to Ardox saves 


189; pounds of nails per home” 
... reports builder of LIBERTY HOMES 


By using Ardox spiral nails in Liberty 
Ready-Cut Homes, the Lewis Manu- 
facturing Company of Bay City, 
Michigan, cut its nail requirement 
from 401 pounds to 211% pounds 
per home. This saving is accomplished 
in a three-bedroom ranch type with 
a 42’ x 32’ foundation. 

Other advantages reported by 
Lewis Manufacturing are easier driv- 
ing and extra holding power. Accord- 
ing to Hector Shaw, a Lewis 
carpenter foreman, “‘we found that 
once the Ardox spiral nail is driven 
into wood, it’s there to stay.” 


This threaded-to-the-head Ardox 
spiral nail actually costs less than the 
familiar straight shanked nail be- 
cause there are more nails per pound. 
This saving, combined with the extra 
holding power, ease of driving, and 
less splitting, can cut your costs 
immediately. 

Try them and keep track of the 
savings. If your local distributor does 
not have Ardox spiral nails in stock, 
get name of your nearest supplier 
from Jones & Laughlin Steel Cor- 
poration, 3 Gateway Center, Pitts- 
burgh 30, Pennsylvania. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 











Distribution Authority on Lumber and Building Materials 
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WOODWORK QUALITY 
BEGINS IN THE FOREST 


You can’t afford NOT to give your builders the 

best possible service and the best possible 

quality. In woodwork, the best possible quality 
is Ponderosa Pine. 


MEMBERS— Woodwork Group 
ANDERSEN CORPORATION 
Anson & GiLkey Co. 

Carr, Apams & CoLiieR Co 
CONTINENTAL SCREEN Co. 
Curtis CompPpaniEs, I 
FarLey & LoETSCHER Mra 
GRINNELL Sasso & Door Co. 
Hurp MILtwork Corp. 
Huttic Mpc. Co 

IDEAL Co. (Wm. CAMERON & Co.) 
INTERNATIONAL PAPER Co. 
—Lonc Bei Division 

MALTA MANUFACTURING Co. 
MissouLa WHITE Pine SAsuH Co. 
MorGAN COMPANY 

PHILADELPHIA SCREEN Merc. Co. 
R-M Mitiwork Corp. 

Rock Istanp Mi_tworK Co. 
SeEMLING-MENKE Co. 

WasBasu ScreEN Door Co. 
WESTERN PinE Mra. Co. Lrtp. 
Wuire Prine Sasu Co. 


Co. 
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An Association of Western Pine Producers 


MEMBERS—Lumber Group 


ALEXANDER-STEWART LUMBER Co. 


THE ANACONDA COMPANY 
AssociaTED LuMBER & Box Co. 
Bate LumBer Co 

BLAGEN LUMBER Co. 
Brooxs-Scanion, Inc. 

Ca.-IpA LuMBER Co 

CascapDE LUMBER Co. 

Co.utins Pine Co 

CRANE MILLs 

DIAMOND Matcu Co 
Geroroia-Paciric Corp 
GIvcuRist TIMBER Co. 

Epwarp Hines LUMBER COMPANY 
INDUSTRIAL WHOLESALE Lar. Co. 
KarBasB LUMBER Co 

LonG LAKE LuMBER Co. 
McCioup LuMBER Co. 
MICHIGAN CALIFORNIA Lar. Co. 
J. Netts LumBer Co. 

Ocxuoco LumBerR Co 

OREGON LUMBER Co. 
PICKERING LUMBER Corp. 
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Scorr LuMBER Co., INc 
Setzer Forest Propucts 
— Div. or GLENCO ForREST 
Propucts 
Ravpu L. Smitn LuMBEeR Co 
TAHOE Forest Propucts Co 
TARTER, WEBSTER & JOHNSON 
Tite Knot Ping MILLs 
U.S. PLywoop Corp 
—SHASTA DIVISION 
WESTERN PINE DIVISION 
WEYERHAEUSER SALES Co 
WINTON LUMBER Co. 


ASSOCIATE MEMBERS 
CASEMENT HARDWARE Co 
CHAPMAN CHEMICAL Co 
Davip Ostin Mou.LpInG Corp. 
Dorris LumMBER & Mou.pinGc Co. 
MONARCH METAL WEATHERSTRIP 
Corp 
PROTECTION Propucts Mrc 
UNIQUE BALANCE Co. 
Woop-TREATING CHEMICALS Co 
ZEGERS, INC. 
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LATE AND 
IMPORTANT 


Newscast 


American Lumberman, May 26, 1958 











MORE PRICE INCREASES ON THE WAY. 

Roofing prices jumped this month and we anticipate additional advances 
on several other key items. We expect higher prices on paint, many hardware 
items, cement and steel, just to mention a few lines. 


















Plants may be operating at 45% to 60% capacity, but producers are 
making their decision in anticipation of construction volume taking a turn 
for the better and new wage contracts calling for more money. 













INVENTORIES COULD BE TOO LOW. 
Wholesalers in the industry generally, say their inventories are tying 

up too much money; are a big headache. Yet we find their inventories 152 

to 25% below a year ago. 


















Manufacturers, also, seem to have plenty of merchandise on hand. But 
we believe it is significant that a few key producers are now beginning to 
Slowly inch up production schedules. It's being quietly done, but the return 
of practically no down-payment on homes and the surprising strength of the 
remodeling market has given them courage. 















It_is true, of course, that it doesn't take a great deal of time to bring 
increased output down through the channels of distribution. The key point, 
however, is that delays which reduce sales cannot be tolerated during a period 
when profits are pinched. 



















SWING TO EVENING STORE HOURS CONTINUING. 


Staying open at least one evening a week is becoming more widespread. 
Some dealers say the recession is the main reason for the evening hours. 
Others comment that they must get more volume out of their new and remodeled 
stores. Hines Lumber Co., Chicago, is now open Thursday evenings and they 
invite consumers interested in new homes and remodeling to drop in. 

























COST-CUTTING FRODUCTS, VERSUS COMPONENTS. 


Components for homes have been getting most of the publicity and the new 
products, which perform several functions in home building, have been largely 
neglected. Typical examples: roof deck, which provides interior finish plus 
insulation and roof support; fir plywood 2.4.1., combining sub-floor and under- 
layment. Also, Masonite last year erected a research home in cooperation with 
NAHB, which tipped their hand on many possible products. The item that 
created widest interest was a hardboard siding that required no sheathing. 




















Few builders can resist a product competitively priced, which drasti- 
cally cuts application time. Siding, ceilings, eventually could be installed 
at much less cost with new multi-purpose materials. Something new for walls 
then becomes a No. 1 marketing target. Present materials are low-priced, 
but require much costly labor for installation and finishing. 














UNIONS APPROVING MORE LABOR=-SAVING TOOLS. 


Chicago is just one of the areas where union officials have flatly told 
the building trades that they must use new tools which speed the erection of 
a home. This brings into the picture more air-operated nailers and staplers, 
dry wall tools and the like. The compressor is becoming almost a fixture on 
big projects for nailers, staplers and spray painting of interiors. 

At least on paper, feather bedding is also being discouraged by union 
brass. Veteran contractors, however, are cynical, believe this cooperative 
attitude is a build-up for more wage increases. 
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Licensing Plan to Spur Use 
Of Lu-Re-Co Components 


Three categories of licensed “manufacturers and dealers” 


established by Lumber Dealers Research Council. 


A sweeping new plan for licensing 
house-component manufacturers, based 
upon new FHA standards, has been dis- 
closed by the Lumber Dealers Research 
Council. 

The plan was announced at the Coun- 
cil’s executive meeting in Washington, 
where Raymon C. Harrell, LDRC exec- 
utive vice president said that more than 
70 lumber dealers have joined the Coun- 
cil since January 1 of this year, setting a 
“steady pattern of growth” for the pre- 
assembly building system. There are now 
1.300 “Lu-Re-Co” homes dealers in the 
United States, Alaska and the Canadian 
provinces. 

Regarding the licensing plan, Clarence 
4. Thompson of Champaign, IIl., presi- 
dent of the Council, said: “We feel that 
this is the most significant step taken in 
the field of home building in years. Any 
lumber dealer who is a member of the 
Council and meets the necessary rquire- 
ments may apply for licensing. Also, cer- 
tain manufacturers other than lumber 
dealers may apply to be licensed.” 

Three types of licenses. The three cate- 
gories as now established by the Lumber 
Dealers Research Council are: 
¢ Manufacturer-distributor: A manufac- 
turer of trusses and panels for resale to 
retail lumber dealers 
¢ Manufacturer-dealer: A manufacturer 
of trusses and panels for his own use. 
¢ Dealer: One who buys trusses and pan- 
els from a manufacturer. 

FHA processing. It is believed that 
the new Federal Housing Administration 
engineering bulletin dealing with Lu-Re- 
Co system will result in much faster 
FHA processing for individual home fi- 
nancing at regional offices, Thompson 
said. “The licensed dealer will be able 
to certify that the components are made 
in accordance with FHA standards. This 
places responsibility at local level,” he 
explained. 

In another recent move, the Council 
set up supporting memberships for manu- 
facturers whose products are distributed 
through retail lumber and building supply 
dealers. These memberships provide a tie- 
in with Lu-Re-Co for both technical de- 
velopments and sales promotion through 
cooperative research field testing and con- 
sulting service by the Council. 

Founded in 1948 to sponsor continuous 





research in the field of housing, the Coun- 
cil has been a major factor in influencing 
lumber dealers to manufacture compo- 
nent parts such as roof trusses, exterior 
wall panels and interior partitions to sell 
to home builders and contractors. More 
than 20,000 homes were built in this 
manner in 1957, according to Thompson. 
With the new licensing program, LDR(¢ 
officials predict an expansion of consider- 
able proportions in the near future 
Dealers interested in the program 
should contact the Lumber Dealers Re- 
search Council, 302 Ring Building, 18th 
and M Streets, N.W., Washington 6, D.€ 


April Home Starts Climb 


Housing starts in April jutted upward 
from March. Government figures showed 
work began in April on 90,700 privately- 
financed dwelling units—a seasonally ad- 
justed rate of 950,000 yearly. This is 8% 
above the 880,000 annual rate in March, 


MAY 26, 1958 
but it is below the 962,000 level of April 
a year ago 

The April rise is credited to more 
abundant mortgage money at easing rates, 
plus a recent government relaxing of 
terms on VA guarantees and FHA loans 


VA Appraisal Requests Rise 


VA reports appraisal requests for pro- 
posed GI homes in April jumped 195% 
from March to a total of 24,800. FHA 
also said applications for mortgage insur- 
ance on new homes totaled 31,610 in 
April, the highest since April °55, up 
26% from March and 89% from April 
» iF 

April’s record 47,860 applications for 
mortgages on existing homes brought the 
FHA’s total applications for the month 
to 79,471, the second highest monthly 
total in the agency’s history, surpassed 
only by the 89,764 received in May, 1950. 


Schedule NPDA Session 


The entire program of National Ply- 
wood Distributors Association’s 16th an- 
nual convention to be held June 22-25 at 
the Hotel Del Coronada, Coronada, 
Calif., will be keyed to today’s economy, 
reports Mahlon S. Munson, the group’s 
secretary-treasurer. Since production is 
exceeding rapidly-growing sales, nation- 
ally-known speakers will accent stimulus 
of sales. For the first time, free exhibit 
space is offered by the association to sup- 
pliers of merchandise and services. 


New connecting plate ... for trusses... 


Time-Saving Roofing System 


A roof framing system using a “gang 
nail truss” will provide sturdy yet eco- 
nomical roof construction, according to 
the creators of the new method, Gang 
Nails Inc., of Miami, Fla. 

By using connector plates made by 
bending nails 13/16” in length out of 
galvanized 14-gage sheet steel (pictured 
above) the company claims there are 


savings up to $200 for an ordinary six- 
room house, compared to use of carpen- 
ter-driven nails into the truss joints. 

Lumber dealers can gain maximum 
savings by setting up jigs and a hydraulic 
or mechanical press for setting the plates 
on a volume basis, the maker suggests. 
The gang nail truss has been accepted by 
FHA and VA, it is said. 
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VISQUEEN Film Gives You 20 Different Profit Opportunities! 
Simple To Stock and Handle! Al/ Fast Turnover Items! 
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4. Bin Liners For Airtight 
Moist Grain Storage 


©, 6. Moisture Barrier Inside } 8. Seed Bed Fumigation 
y Walls Blankets 


9. Moisture Barrier Under i 10. Lumber and Materials’ 11. Irrigation Ditch Liners 12. Equipment and Implement 
Slabs é Cover Cover 
Plus such other applications as: 13. Cold Frames 14. Glaze For Greenhouses 15. Craw] Spaces 16. Concrete Curing Blankets 17. Water Proofing 
Foundations 18. Winter Enclosures For Buildings Under Construction 19. Drop Cloths 20. Paint Shields and many other uses. 


ACCEPT NO IMITATIONS! 
SELL NO SUBSTITUTES! 


ONLY “VISQUEEN” FILM GIVES YOU ADVANTAGES YOU MUST HAVE 
FOR COMPLETE CUSTOMER SATISFACTION AND REPEAT SALES 


ONLY THE PIONEER VISKING COMPANY—a leader and most experienced 
in polyethylene film for farm and building—can supply you 
with VISQUEEN film. 


ONLY ‘“‘VISQUEEN”’ FILM comes in seamless widths through 32’ for easiest 
handling, greater economy and more strength when joined. 


Write For Complete Information ONLY “‘VISQUEEN”’ FILM—with its superior uniformity of thickness and 
Or Use The Information Request exclusive method of manufacture—assures the greater strength and 
Tag Below. durability needed for farm and building use. 


Protect yourself and your customers. Look for the trade-mark vISQUEEN 
printed on the film—your assurance that you have the superior quality 
that makes VISQUEEN film the first and foremost polyethylene film. 


NATIONAL ADVERTISING AND PROMOTION CAMPAIGN FOR “VISQUEEN” FILM 
A PRE-SELLS FOR YOU in farm, building and architectural publications. 


Li UttW VISKING COMPANY Division of Corporation 


spt P.O. Box 1410, 
clip this tog— AMS Terre Haute, Indiana. 
ettech to letterhead, mail. In Canada: VISKING COMPANY DIVISION OF UNION CARBIDE 
CANADA LIMITED, LINDSAY, ONTARIO. 
VISKING, VISQUEEN and UNION CARBIDE are trade-marks of 
UNION CARBIDE CORPORATION. 


information request tag 
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MASONITE 


makes the news 


Multiply your remodeling sales...join the 
Home Improvement Council! program... feature 


What a program! The biggest, broadest and most effective stimu- 
lator of home remodeling and repair business—ever! If you 
haven’t joined the Council, climb aboard the band wagon now! 


Masonite Corporation believes in the Council and its efforts 
to develop better living for America through better homes. One 
of the first manufacturer-members, Masonite has the tools to 
help you put your H.I.C. promotion over the top: 


1. A panel for every purpose—decorative, functional, structural 
—for home exteriors and every room inside. 


2. Sales builders—more national advertising, more publicity, 
more dealer helps than any other hardboard producer. 


3. Steady profits—the kind you can depend on. 


Your Masonite representative has the details. Or write Masonite 
Corporation, Dept. AL-5-26, Box 777, Chicago 90, III. 
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turer of quality panel products. 
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better 
prices 


when you buy 


£ nedlline 


® MILLWORK 


prec! 


from the mill 


You pay less for CRESTLINE 
MILLWORK and you make 
more on each item. Fast deliv- 
ery by truck or train. How you 
buy determines the profits you 
make! Run a more profitable 
business with famous CRESTLINE 
products. CRESTLINE protects you 
against rising and falling prices. 
Get more information today. 


Write the SILCREST COMPANY 


Wausau, Wisconsin 


Western Ponderosa Pine ¢ Union Label 


Window Units Door Units | 


[7 Removable Slideby 
Window Units Stacking Awning 


Window Units 


\ 
Removable Double-Hung Bifold 
| 


Casement - 

Window Units Weatherstripped Door 
= Frames, Combination 
Sew-Storing Storms & Screens (with aluminum 
frame inserts), Louvered Doors & Shutters, Com- 
bination Aluminum Doors, Panel & Sash Doors, 
and other allied products. 
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““ONE-MODULE” of 2x10- 
14s consists of the six 
boards spanned by fingers 
of Dealer J. W. McCracken, 
creator of the Modular Lum- 
ber System. To figure board 
footage on one module 
you simply multiply the 
length of the boards by 10. 
Thus, the module behind 
McCracken's hand contains 
140 board feet. There are 
28 modules in the two left 
stacks at right, so count 
is 28 times 140, for a total 
of 3,920 board feet. 





Modular Lumber System Gets 
OK from Handling Committee 


Test shipping program reviewed by NRLDA-NLMA mater! 


als handling committee; 24" and 20"-wide packets, created bj 


Dealer Jim McCracken, approved for study by the joint committee. 


Discussion of the Modular Lumber 
System, which uses 24” and 20”-wide 
lumber packets for mechanical handling 
from mill to consumer, dominated the 
day-long meeting of the joint Materials 
Handling committee of the National Re- 
tail Lumber Dealers Association and the 
National Lumber Manufacturers Associ- 
ation last month. 

J. W. McCracken, a retail lumber 
dealer from Leechburg, Penna., pre- 
sented for the committee’s information his 
system of handling lumber from the mill 
to delivery on the job site. This included 
unit sizes, methods of unitizing, deter- 
mining footage in units, loading into and 
unloading from boxcars, storing in the 
yard and delivery to customers. 

The system was first introduced to the 
industry by McCracken in May, 1957, 
through the pages of American Lumber- 
man. 

As a result of the presentation, the 
joint committee agreed that extensive tests 
should be made, following the principles 
of the Modular Lumber System, and in- 
structed G. F. Prange of NLMA and 
Robert B. Brown of NRLDA to take the 
necessary steps to advise all lumber in- 
terests of Mr. McCracken’s suggested 
methods of packaging, loading and un- 
loading the 2’-wide units, called “pack- 
ets” in the Modular Lumber System. 


McCracken emphasized that his Mod- 
ular Lumber System is much more than 
simply an arbitrary size or loading pat- 
tern for lumber. “In addition to bringing 
maximum loading and handling effi- 
ciency, it is a method of procedure which 
offers a new approach to inventory con- 
trol,” he said. “By actual tests, lumber 
can be counted in just 1/15th the time 
that it takes to count it piece by piece 
and then convert these pieces to board 
feet. 

“Also, the system offers a new ap- 
proach to estimating, ordering, invoicing, 
etc., and at the same time ciears up the 
mystery of counting lumber that now ex 
ists in minds of most customers.” 

Test shipment. Members of the com- 
mittee witnessed an actual demonstra- 
tion of the Modular Lumber System. A 
rail car consisting of 32,000 feet of 2x4s 
and 2x6s in lengths from 10’ to 20’, 
shipped from Medford, Ore., was un- 
loaded at the wholesale yard of Martin 
I. Wiegand, Inc. 

Several experiments in banding the 
units were tested in this car and proved 
unsuccessful. This led to unloading dif 
ficulties, but those who witnessed the 
demonstration were impressed with the 
good arrival condition of the lumber, the 
ease of unloading the long units through 

(continued on page 14) 
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“We doubled our glue profits in four months with 
the Weldwood Counter Model Adhesive Center.” 


Clinton Whittles, The Paint Bucket, 228 Putnam Pike, Johnston, R. I. 


New compact self-merchandiser stocks the 4 | Weldwood Counter Model Adhesive Center is 
glues that cover 95% of your market—steps up _ free with your initial order. Floor model also 
your turnover, cuts inventory, saves valuable available for larger stores. 

shelf space. Mail the coupon right now. Your 


a © United States Plywood Corporation 
B. Dept. AL-5-26, 55 West 44th Street 
_ Weldwood New York 36, N. Y. 


Please rush me my Weldwood Adhesive Center (counter 
® model) complete with Weldwood Adhesives assortment in 

all the best-selling sizes at the special price of only $39.88. 

(Retail value — $64.94.) 

Store Name 


Adhesives | «~ 


Address 
Presto-Set Glue @ Plastic Resin Glue par a es 


Contact Cement @ Waterproof Resorcino/ Glue City Waied 
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Appalachian Hardwoods are recognizea 
everywhere for their fine natural qual- 
ities—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
dependable quality, well-manufactured 
Appalachian Hardwood products. Con- 


sult them on your next requirements. 





“Cherry River Boom & Lbr. Co., Richwood, W. Ya. 


Appalachian Hardwoods, Flooring, Planing Mill 
Products. Gived Dimension. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Ocak, Walnut, Poplar, Basswood, 

Beech, Cherry, Mahogany and Lavan Lumber. Do- 

mestic and imported Veneers. Hardwood Flooring— 

Ook “aia facple Strips and Laminated Block ond 
= Special Pattern Flooring. 





*Hamer Lumber Sales, Inc., Kenova, W. Ya. 


Exclusive Soles Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Vo. 
Homer Lbr. Corp., Appalachia, Va. 


Monufacturers Appalachian Hardwood Lumber 





*Member Appalachian Hardwoods 


Manufacturers, Inc. 


alwoys specify 


APPALACHIAN HARDWOODS 
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the 6’ door, and satisfactory perform- 
ance of the %4” dowels which were used 
as unit spacers in place of the usual flat 
stock. 

The majority of committee members 
felt that the McCracken Lumber Packet, 
although a small unit, had considerable 
merit for the mills as well as the retail 
dealers. Some of the advantages pointed 
out were the ease of packaging, storing, 
and loading for the mills; the adaptability 
to mixed car orders; the fact that they 
could be loaded and unloaded from any 
box car regardless of the door size; and 
the fact that they can be handled singly 
by small fork trucks or in multiples by 
larger trucks and will fit into the average 
retail dealer’s storage and delivery sys- 
tem. 

Representatives of four mills present 
at the committee meeting stated that they 
will ship cars using the McCracken units. 


These mills are Elk Lumber Co., Med- 
ford, Ore.; Diamond Gardner Corp., 
Chico, Calif.; Boise-Cascade Corp., Em- 
mett, Idaho; and Union Bag-Camp Corp., 
Franklin, Va. 

Meanwhile, McCracken reported to 
American Lumberman that six cars using 
the modular packaging method will be 
shipped to various points within the next 
month, in addition to a car received and 
unloaded at the Texas convention early 
this month, pictured on page 46 this is- 
sue. 

At the Texas convention, James C. 
O'Malley, president of the National Re- 
tail Lumber Dealers Association, urged 
dealers to join the association’s test-ship- 
ment program in which the dealer reports 
all unitized lumber shipments received 
with notes on arrival condition, etc. De- 
tails are available from your federated 
regional association. 


Spring Upturn in Sales Brings 
Smiles to Lumber Dealers 


Spot check around the country indicates that many building 


materials merchants “cannot complain”. 


Despite continued recession talk, many 
lumber retailers are developing satisfac- 
tory sales and profits as the summer 
building peak gests underway. 

Sales up 40%. At Searcy, Ark., Jim 
Wiseman, president of the Wood-Free- 
man Lumber Co., reported his volume 
for the first quarter of 1958 is up 40% 
over a year ago. Wiseman has recorded 
thumping gains the past two years, ex- 
pects his 1958 volume to be up 15% over 
1957. 

“It has been no easy job,” he said, “We 
are competing with 23 other retail lum- 
beryards in a 25-mile radius.” 

Wiseman budgeted $9,000 for adver- 
tising and promotion this year, about 
142% of his projected gross sales. 

Home improvement business. Business 
was very slow until April, reports Arthur 
H. Washburn, president, The Barker- 
Washburn Lumber & Fuel Co., Sturgeon 
Bay, Wis., but then things started to 
move. 

“We have had new porches, several 
patio jobs, roof and siding jobs and a 
sizable house renovation job,” he said 
“About 75% of our work thus far has 
been in home improvement business. For 
the entire year of 1958 it looks like our 
overall volume will be down a bit.” 

Prices level off. “Our overall volume 
is better this year than last,” reported 
Harold Henderlong, Henderlong Lumber 
Co., Crown Point, Ind. “Also our net 
profit looks a bit better, and prices seem 
to be leveling off. Henderlong pointed out 
that his firm strives to sell complete “end- 
use” packages, including house, lot, 
plumbing, heating, wiring, even the land- 
scaping. 

Winter was tough. Following a severe 
winter, George Moore, G. B. Moore 
Lumber Co., Ayer, Mass., reported his 
firm has been very busy since April 1. 
“Our volume for the first three months 


was equal to last year, with a_ better 
gross profit.” 

“Very busy.”” Sam Pillsbury, president 
of The Building Center in Middlebush, 
N.J., said that his company has been 
“very busy” throughout the winter, fol- 
lowing opening of a new showroom last 
summer. “Paint sales have been especial- 
ly good,” he said. 

The Raritan Lumber Co. near New 
Brunswick, N.J., reported that sales were 
satisfactory despite unemployment in the 
area and less house building activity. 

Direct seller problem. “We would be in 
good shape this spring if it wasn’t for 
some folks with jobber discounts selling 
direct to our customers,” commented Ar- 
nold Tebussek, sales manager of Lyon 
Lumber Co., Decatur, Ill. He said that 
although volume was good, “there has 
not been much profit in the sales.” 

Upturn in northwest. Home building in 
Oregon, Washington, Idaho and British 
Columbia in March was 54% higher than 
in February and 14% more than a year 
ago, according to Sanford Norby, vice- 
president of Equitable Savings & Loan 
Association, Portland. 

Weather helps sales. Better sales are 
resulting from improved weather at Flint, 
Mich., for J. P. Burroughs & Son. The 
firm, which ends its fiscal year August 31, 
expects to pass its breakeven point in 
May. Severe unemployment in Flint plus 
decreased building and a transit-mix con- 
crete price war cut into profits. 

Smiles in Wisconsin. Lumberyards in 
Wisconsin are having good business, judg- 
ing from reports of dealers attending a 
“lumberman’s school” meeting at Wisco 
Hardware Co., Madison. Members of this 
firm’s “Lumberman’s Economic Board,” 
a group of 14 dealers from Wisconsin, re- 
ported that 60% were selling more now 
than a year ago and only 10% reported 
lower volume. 
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There's more in use 
than any other brand 


its your best bet... for sales! 


because USS American Fence has... 


s Proper Galvanizing to give your customers 
years of extra service under all weather 
conditions. 

Spring-Action Tension Curves of special 
medium-hard wires that keep it taut in all 
changes of temperature. 

Interlocked Hinge Joints that permit the 
fence to flex without bending the wires. 


And, remember, every fence customer is also a prospect for: 


USS American Fence Posts—All three durable 
styles can be driven quickly and easily for fast 
fence erection. Slit-wing anchors assure firm set- 
ting. Display them alongside a few rolls of fence. 


USS American Ranger Barbed Wire—Here’s 
the low-cost barb with great strength and dura- 
bility. Lighter in weight, but as strong as regular 
1214- gauge barbed wire. Just what you need to 
meet all types of competition. 


How's your stock of other fast-selling American Farm Prod- 
ucts—Lawn Fence « Baling Wire « Nails * Poultry Netting 


American Steel & Wire 


Division of 


bia-Geneva Steel Division, $ 
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USS American Fence is still the all-time 
favorite . . . still the best fence you can offer 
your customers. Write American Steel & 
Wire Division, Rockefeller Bldg., Cleveland 
13, Ohio—or see your local American Fence 


salesman. 
USS, American and Ranger are trademarks 














United States Steel 


s « United States Steel Export Company, Distributors Abroad 
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QUALITY & 


 , 
W ‘ 


PINE, 
rire / 


Camino forests are altitude timber 
—soft textured, mellow, generous size— 
the ideal raw material for producing 
wide, thick pattern lumber, beautiful, 
clear interior finish, paneling, all-around 
building items, shop lumber, etc. And 
remember, Michigan-California is a 
veteran lumber producing organization, 
instilled with the spirit of careful man- 
ufactu:e and shipping—a shipper of 
quality lumber for over four decades. 


We are satisfied that you will 
benefit by becoming acquainted 
with Camino Quality Sugar Pine, 
Ponderosa Pine and associated 
species. 


MICHIGAN-CALIFORNIA 
LUMBER CO. 
CAMINO, E! Dorado County, 
CALIFORNIA 


i Camino Quality 
SUGAR and PONDEROSA PINE 
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“False Optimism” Prevails in 
Housing, Says Thomas Coogan 


Housing is pricing itself rapidly out of 
a mass market with an average increase 
of $1,000 for the typical home each year, 
and current belief that the easing of 
money and terms will stem the down- 
turn is “false optimism” according to 
Thomas P. Coogan, president of Hous- 
ing Securities, Inc., New York, and for- 
mer president of the National Association 
of Home Builders. 

In a critical report to the industry is- 
sued last month, Coogan called for a 
complete “overhaul” of Government 
housing agencies, “giving them a_posi- 
tion of authority and responsibility.” 

“We have completely ignored, among 
other things, the more difficult task of 
housing people in smaller cities and towns 
and the lower income groups in all 
areas,” Coogan said. 

Long-neglected problems obscured by 
money shortages in recent years, in his 
view, include a “deteriorated FHA, in- 
capable of handling the problem in spite 
of valiant efforts by loyal personnel, be- 
set by inquiries, personnel turnover, red 
tape, bureaucracy and a plain lack of 
aggressive know-how.” In addition, he 
said, we have the complex problems of 
zoning, prohibitive land costs, unreliable 
municipal requirements, street improve- 
ments, community facilities, sewer, water 
and schools. 

During the past two years, he said, 
builders have resorted to an extensive use 
of the second mortgage and contracts for 
deeds. “These devices are not new and 
their use was extensive up to 1929 when 
the resulting paper became worthless 
and the housing industry almost ceased 
to exist. Many builders are now unable 
to go ahead as their operating capital is 
tied up in second mortgages. It was to 
avoid the dangers of multiple mortgages 
and their high interest rates and rapid 
amortization that FHA was created. And 
FHA did an astounding job over the 
years of developing the single long-term 
low interest mortgage, with no second- 
ary financing permitted. The return to 
second mortgage financing is an indict- 
ment of FHA.” 


Latent demand. Fortunately, Coogan 
said, there is a tremendous latent demand 
for housing if produced at a price people 
can afford to pay. But the population 
growth theory has pitfalls, he said, be- 
cause the 25-to-45-year age group is now 
shrinking and we will have 750,000 fewer 
people in that age group in 1965 than we 
have today, according to Coogan’s cal- 
culations. “We must concentrate on the 
families now in being who are either 
badly housed or want to improve their 
housing. The better income groups have 
already made their shifts.” 

Cabinet status. Coogan suggests that 
the present overlapping federal housing 
agencies be grouped in a “Department 


of Housing and Urban Affairs” with cab 
inet status to give vigor and scope to the 
complex problems of housing, highways. 
FNMA, urban renewal, community fa- 
cilities and schools.” There is too much 
unworkable confusion among these sep- 
arate programs now, he said. 

“FNMA must be converted into a true 
central mortgage bank operated by the 
government as a device to finance hous- 
ing through conversion of mortgages to 
debentures and notes, controlling interest 
rate on mortgages as well as over-ex- 
pansion or under-production of houses,” 
he suggested. 

Other 
are: 
¢ The FHA’s name be changed to Fed- 
eral Mortgage Insurance Corporation and 
it should operate on an actuarial basis 
with a single payment premium added 
to the mortgage 


recommendations by Coogan 


delegated and 
72 hours 


¢ Processing should be 
take a minimum time, not over 
* Develop a simple form of mortgage 
insurance for floor plan financing— 100% 
of cost for trade-ins for one year to 
builders who qualify financially but have 
a percentage recourse in case of loss 
a bankable one-year loan. 

“The extension of VA in the present 
emergency bill will help bridge the gap 
and give an opportunity to reorganize 
FHA. VA can expand quickly with its 
system of fee employes, but here, too, a 
heavy burden of red tape and unneces- 
sary regulations must be simplified or 
eliminated. VA should also consider del- 
egating authority to approved mortgages 
to process loans as a means of getting the 
program promptly under way,” Coogan 
concluded. 


Package Deal on Deft 

To dramatize the low inventory re- 
quirements for a full-line Deft dealer, 
Desmond Bros. has announced an in- 
troductory assortment package that re- 
tals for $37.66 from a dealer cost of 
$22.60. 

As pictured, the assortment contains 
two gallons, four quarts, six pints and 
six half-pints of. Deft finish. Also  in- 
cluded, without charge, is a display kit, 
a birch demonstration panel, cartoon 
folder, window decal, “spec” sheet and 
price list. 
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Amazing DURETHENE film is daily finding valuable 
new uses in the building industry. Architects are 
specifying it as a vapor barrier in walls, ceilings 
and floors. Builders are finding it the ideal material 
for curing concrete, for machinery and material 
} protection, and for flashing around windows, doors 
and foundations, to mention only a few applications. 

DURETHENE polyethylene film offers permanent 
protection because it is completely unaffected by 
normal temperature or sudden temperature 
changes. It’s rot-proof, puncture- and water-resist- 
ant and won’t crack or break. 

DURETHENE film is easy to handle and light in 
weight—1,000 square feet of 4 mil film weighs less 
than 20 pounds. And, DURETHENE film is available 
in widths up to 40 feet, 100 feet long in black or clear. 

Low-cost DURETHENE polyethyl ne film can put 
a hard cash bonus in your profit picture. Bring 
this durable, multi-use material to the attention 
of your customers .. . now. 

Restricted DURETHENE franchises in protected 
areas are available to qualified distributors. For 
additional information on this new, high-profit 
product, use the coupon at right. 
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DISTRIBUTORS—DEALERS 
GROWTH MATERIAL FOR A GROWTH INDUSTRY... 
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WEATHER PROTECTIO 
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MOISTURE BARRIER 
8-ON - GROUND CONSTRUCTION 






Koppers Company, Inc. 
Plastics Division 

Durethene Dept. AL-58 
Pittsburgh 19, Pennsylvania 


() Please have representative call. 


() Please send me available literature on DURETHENE film 


Address 


City . Zone State 
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The most exclusive roofing you can sell... new KAISER ALUMINUM 


DIAMOND-RIB’ ROOFING 


WATER DRAINS OFF HERE. 


CAN'T PASS BETWEEN THE LAPS. 














New Strength! Diamond-Rib roofing is up New Diamond Embessing! Adds beauty and New Weatherproofing! Special non-siphon- 
to one-third stronger than any standard distinction, improves glare diffusion, actu- ing drain channel, built into every sheet of 
corrugated or V-Crimp aluminum roofing. ally adds to the strength of the sheet. Diamond-Rib, prevents side lap leakage. 








New Kaiser Aluminum Diamond-Rib roofing and siding opens up 
new sales and profit possibilities for you. 

Its distinctive, beautiful appearance makes it ideal for carports, 
patios, garages, decorative uses, as well as conventional farm building 
uses. And it costs less than .024! 

This type of ribbed roofing has been fully tested and proved in 
actual construction use for over 8 years. It’s made in one width, one 
thickness, one diamond embossed finish to simplify your inventory. 








Seen By Millions on “Maverick” 


Kaiser Aluminum boosts your sales with 
dramatic coast-to-coast Diamond-Rib com- 
mercials on one of the most looked-at, talked- 
about TV shows in the nation... “Maverick.” 

Every week this smash-hit weekly televi- 
sion program delivers selling impact to an 
audience of over 35,000,000 people. 

In addition, Kaiser Aluminum’s great 
dealer merchandising program also backs you 
up with solid sales support in your store and 
all over your trading area. 








Be First To Sell Diamond=-Rib 
Get the drop on competition by being the first to offer this sensational 
new building material to your customers. 

For full details about new Diamond-Rib roofing and Kaiser Alu- 
minum’s new stocking dealer sales promotion program, contact our 
representative, or write immediately to: Kaiser Aluminum & Chemi- 
cal Sales, Inc., Merchant Products Dept., 919 N. Michigan Avenue, 
Chicago 11, Illinois. 











i 7 KAISER 
Length, New Width! New standard 14’ ALUMINUM 


and 16’ lengths provide fewer end laps. 
Also available in 6’ to 12’ lengths. Each 
sheet offers a full 48-inch wide net cover- 


age after lapping. 


THE BRIGHT STAR OF METALS 









The most exclusive screening you can sell... new KAISER ALUMINUM 


SHADESCREEN 
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Kaiser Aluminum ShadeScreen is made of From the side, ShadeScreen’s little louvers Hot sun is stopped cold. No harsh glare can 
thousands of tiny louvers, permanently look like this . .. 17 louvers to the inch, get through either. Rooms look cooler, ac- 


slanted to shade and cool room interiors. slanted at a 17° angle to block heat rays. tually are up to 15° cooler! 

































Keeps rooms up to 15° cooler 
Reduces glare and prevents sun-fading 
Gives daytime privacy 


Lowers air conditioning costs 





Won't rust— minimum maintenance 





Easy to install 


Keeps out flying insects 






















Yet cooling breezes and daylight pass right 
throughout the hot summer days. 





Latest reports from Kaiser Aluminum ShadeScreen dealers 
indicate that 1958 will be one of the biggest selling seasons 
ever. From every part of the nation comes news of spectac- 
| ular sales and profits. 


@ Minneapolis, Minn.: S. P. Richardson of Lyndale Hard- 
} ware reports, “We upped our sales for 1957 125%... 
sold our first order in two weeks flat.” 


@ Lovisville, Ky.: Paul C. Scobee of Scobee Bros. Hard- 
ware Co, reports, “We had trouble keeping up with 
demand ... expect 58 to be our most successful sales 
year.” 

@ Pasadena, Calif.: Jim Davee of Lincoln Avenue Lumber 
& Mili Co. reports, “We sold one home ShadeScreen 
.». had six orders from homes in the same block within 
two weeks.” 


@ Moline, lil.: Keith Winters of Builder Lumber Co. re- 
ports, “Sales for 1957 were up 140%. We pulled in 
sales from 20 miles away.” 


See ShadeScreen featured on “Maverick”, June 2 and July 6, 
ABC-TV Network. Consult your local TV listing. 


ShadeScreen cools, shades and screens as 
} through. You stay cool and comfortable no ordinary screening can. It offers you an 
j unbeatable exclusive selling story. 


ShadeScreen Dealers Report Phenomenal Sales Success 









@ Plainfield, N. J.: Dick Loizeaux of J. D. Loizeaux Lum- 
ber Co. reports, “We ran ShadeScreen ads before last 
year’s hot spell and throughout the hot months... it 
paid off plenty big for us.” 


Stock, Display, Advertise Now! The biggest 
ShadeScreen selling season ever is here! Make sure your 
stocks are complete, that you have all needed display and 
advertising material. Contact your ShadeScreen jobber, or 
write: Kaiser Aluminum & Chemical Sales, Inc., Merchant 
Products Dept., 919 N. Michigan Avenue, Chicago 11, Ill. 
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*Trademark —a 1 d ing product made by Kaiser Aluminum 


LET THIS 


SALESMAN 
Sell for YOU 


Rack Size: 11” Wide, 16” High, 6” Deep 
@ Your customers serve themselves, 


@ All fast moving items for Home, 
Office and Shop. Small inventory 
required. 

@ All items skin-packaged - no lost 
parts or soiled packages. 

@ Greater profits are yours with 
fast turnover. 


nee METAL DISPLA 


with assortment 


Each of 10 Different Cards 
Total 50 Cards 


Other U. S. E. products 





a 


elena! 
“KORKER” 


Machine Screw Anchor 


“6.N-S" 
Lag Screw Shield 


Sapnenl| qui) 
“TY-TON- FORWAY” | “MULTI- DIAMETER” 
Machine Bolt Shield | Wood Screw Anchor 











When ordering thru your 
wholesaler-specify U.S.E. 
by name. 


MASONRY ANCHORING, FASTENING, DRILLING AND ALLIED PRODUCTS 
U. S. EXPANSION BOLT CO. 
YORK, PA. DEPT. AL-5 
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HEAVY-DUTY PLASTIC-COATED PAPER is heat-sealed to protect Douglas fir finish 
lumber now offered by Georgia-Pacific Corp. 


Fir U ppers in W rapped Packages 


G-P lumber innovation offers attractive merchandising ad 


vantages for retailers. 


Moisture-proof packaged Douglas fir 
finish, C & Btr., is being offered to the 
trade by Georgia-Pacific Corp The 
packaged finish lumber is now that 
firm’s standard except on special orders, 
company officials state. 

The packaged fir finish has seven ad 
vantages for lumber dealers, it is claimed: 
(1) Keeps lumber dust-free; (2) Pro- 
tects it in shipping and handling; (3) 
Assures top grading, (4) allows better 
inventorying; (5) Makes storage and 
handling easier; (6) Controls humidity 
and water damage; (7) Prevents dark- 
ening of lumber with age 

Boosts sales. “We have had dealers 
tell us that as a direct result of packaging 
they have increased their sales 25-50% on 
C & Btr. finish,” G-P men told American 
Lumberman. 

The ends of each package are labeled, 
showing dimensions of lumber and num- 
ber of pieces in each. Packaged quan- 
tities were selected because of weight and 
handling ease, it was said. 

“There is a space on the package label, 
where the dealer can mark the price per 
bundle,” G-P officials said. “There may 
be an occasional request, but not a ten- 
dency for the dealer’s customer to ask 
that a package be opened so he can buy 
a single piece. This can be done without 
destroying the package holding the bal- 
ance of the pieces. It is our opinion that 


only a percentage of the walk-in trade 
would require a one-piece sale. We 
think the dealers can boost their footage 
sales by pushing packages rather than 
individual pieces to the handyman trade; 
he would prefer to take home the 
package.” 

Flexible wrapping. The lumber pack- 
ages are made with plasticized kraft pa- 
per. G-P tests are reported to show the 
wrapping holds even when dumped in a 
load. The paper is said to resist moisture 
penetration. 


More to Distribution 
Than Making a Sale 


“The present distribution system can 
be improved by better performance on 
the part of all elements in the distribu- 
tion chain,” said Tom J. Dougherty, 
president of the National Building Ma- 
terial Distributors Association, addressing 
that group’s sixth annual spring meet- 
ing at Philadelphia, April 30. 

“There is more to distributing than 
just making a sale,” Dougherty said. 
“The important associated elements of 
quality and service provides a real goal 
for us. Our aim ought to be to serve the 
ultimate consumer efficiently in cooper- 
ation with our retail lumber dealer-cus- 
tomers.” 
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MEANS 
e LESS STORAGE SPACE 

e LOWER HANDLING COSTS 

¢ FASTER INVENTORY TURNOVER 


No other home insulation offers a greater 
combination of profit possibilities for building 
supply dealers. 
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Let’s examine the basic principles of making money 
these days in the home insulation business. 






FIRST, warehouse space is a big problem. The 
insulation you handle should come in compressed 
rolls that require less storage area per square 
foot of insulation. This will also hold truck space 
requirements to a minimum, saving on 
transportation costs. 

(L*O*F Glass Fibers’ Home Insulation takes 

only 25% of the storage space of ordinary 










insulations.) 






SECOND, handling costs are important. The 
insulation should be extremely lightweight. 
Workers should be able to stack rolls without using 
lift trucks. Loft space can then be utilized 
without worry about the weight factor. 
(One bag containing 400 sq. ft. of L*°O*F Glass 
Fibers’ Home Insulation (standard thick) weighs 















only a fraction of the same quantity of ordinary 
insulation.) 






THIRD, slow-inventory turnover slows profits. If 
your insulation does not offer superior home-selling 
advantages and top insulation performance, 

your warehouse space is not being used profitably. 








(L*O*F Glass Fibers’ Home Insulation offers com- 
fort-benefits unduplicated by other insulations.) 







By any standard of comparison, L*O*F Glass 
Fibers’ Home Insulation offers the greatest profit 
possibilities in the market today. 
























*Patent Pending ©Copyright, L-O-F Glass Fibers Co. 
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1. Packages of compressed rolls take 2. Lightweight rolls are easier to 3. It's Thermo-Sensitive. Helps home 4. Soft and pleasant to handle. 
, less than half the space of other handle on the job .. . easier to cool off faster in summer. . . cost Doesn't settle or crumble. 
i types of insulations. load and unload. less to heat in winter. 


Immediate delivery is assured from distribution points all over 
the country. Available in standard widths and three thicknesses. 
For the name of your distributor, write: L*O*F Glass Fibers Co., 
Dept. 58-58, 1810 Madison Ave., Toledo 1, Ohio. 










L-O-F GLASS FIBERS COMPANY rotepo i, onio 
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BILT-WELL Casement Floor Sample—consists of a unitized twin casement as 
sembly made up of 2-W3A units (20" x 36” glass). Finished in platinum—and 
colored aluminum screen and one rigid vinyl storm panel. Units fully assembied 
carton packed with sturdy floor stand, colorful masonite silk screened “surround 
with literature rack and 25 pieces of literature 











BILT-WELL Awning Window Floor Sample—Consists of one #3618B Bar Operator 
Awning Window Unit and one #3618A Awning Window Unit with New Lever Opera- 
tor. Furnished complete with one wood screen, one metal screen, a storm panel 
and inside and outside trim applied, stained and varnished. Complete display fully 
assembled carton packed with exception of stand which is K.D. Advertising ‘‘sur 
round’ as well as wire literature rack and 25 envelope stuffers included 








Coclt thowey uch BALT-WELL 


ate mune holes in 58 


Now is the time to pull out all the stops on your 
selling program! This year’s available new home and 
remodeling business is going to go to the building sup- 
ply dealers who go out after it with every means at 
their disposal. 


AND BILT-WELL IS READY TO HELP YOU!!! 
Ready with a completely integrated merchandising 
program that sells builders and ‘“‘do-it-yourselfers” 
alike! 


GO BILT-WELL ALL THE WAY IN '58!!! 


Back your sales efforts with one of the oldest and 
most respected brand names in the millwork industry. 
Identify yourself as a BILT-WELL dealer by display- 


ing the new, illuminated “‘authorized BILT-WELL 
Dealer”’ sign in your showroom. 

Get more sales per square foot of floor-space with 
the new BILT-WELL “product-in-action” window, 
cabinet and door displays. The moment these hard- 
working salesmen are on your floor they'll begin 
turning prospects into customers! 

Aggressively promote the BILT-WELL line to 
builders in your area. Make certain they have com- 
plete specifications on BILT-WELL Products. Give 
them the handy BILT-WELL window opening cal- 
culators and urge them to use BILT-WELL job- 
identification signs in their model homes. 

Ask your distributor for details on any of the dis- 
plays and selling aids shown here or mail the coupon 
at the right. 


Qk Display Pameote cdl Bell BUA-WELL Pracluctt 


ae 
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BILT-WELL Super 7 Double Hung Window Unit floor 
sample complete with inside and outside trim. Consists 
of set up frame with a 28” x 20” glazed double hung 
window, with four horizontal lights. Complete with 
colorful masonite silk screened ‘‘surround’’ —a take out 
demonstrating mull section and rack for envelope 
stuffers (packed with 25 stuffers). Comes carton packed 
with sturdy floor stand 








BILT-WELL Super 7 Double Hung Window Unit Floor 
Sample with Storm and Screen Unit included—Same 
4 as above except for finished Storm and Screen Unit 
(BW-3180) attached. 

















BILT-WELL Cabinet Display—With very little floor 
space necessary, an 18L-1 Cabinet complete with vinyl 
counter top, pulls and toe space is finished with a 
BILT-WELL platinum stain. Display surround furnished 
with birch door and drawer front mounted on a front 
frame with literature rack—drawer and door are pre 
bored from back side to allow dealers to use hardware. 
of his choice, however, knobs are furnished to be used 
at his convenience. Instructions for setting up surround 
all carton packed 
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Low cost 


Com-« dor 








COM-0-DOR DISPLAY —Attractive “floor sample 
finished in two-tone gray-blue and bittersweet 
combination with floor stands. Door is wired with 
Aluminum Screen Cloth and center fitted with 
metal scrolls. Display sign fastened to upper 
screen. All packed in one carton 


BILT-WELL New Orleans Door Display — Attractive 
“floor sample’’ finished in BILT-WELL Platinum 
stain, complete with floor stand. Decorative glass 
is design D-122. All packed in one carton 











Don’t Overlook These Sales-Building BILT-WELL Selling Aids 


BILT-WELL Dealers Sign—30" x 11'4 
with blue embossed trade mark two 
sides in heavy white plastic with wrap 
around steel frame. Comes with exten- 
sion cord and hanging chains. Complete, 
ready to plug in; carton packed. 


Sample Louver Insert Tell & Sell installation BILT-WELL Wood-Tone 


for Com-O-Dor—fur- 


Calculators for Awning 


Window and Super 7 
window. Calculators 
that give you sash 
opening, rough opening 
and masonry opening 
for glass sizes of the 
BILT-WELL Awning 


nished painted and 
packed 1 insert per 
carton 


corner braces consisting 
of a set for Awning, 
Casement & Super-7 
pocked 12 sets to car- 
ton. (Set consists of 1 
product triangle brace 
& 1 BILT-WELL logo.) 


Chips—A convenient 
method of portraying 


the 8 different BILT-WELL * 


Stains available 





window and BILT-WELL 
Super 7 window 


THE BILT-WELL LINE OF BUILDING WOODWORK: WINDOW UNITS, Double-Hung, 
Awning, Casement, Basement, Storm and Screen. CABINETS, Kitchen, Multiple-use, 
Wardrobe, Storage, Vanity-Lavatory and Vinyl Countertops. DOORS, Exterior, Interior, 
Screen and Combination. 


1866 Manufactured by CARR, ADAMS & COLLIER COMPANY 


BILT-WEL 


Please send me full information on BILT-WELL Displays and Selling Aids checked: 






WOODWORK 


Box 658, Dept. AL-161, Dubuque, lowa 










[_] Awning Window Display [_] Cabinet Display [_] Com-o-dor Display 

(] Double-Hung Window Display [_] Cabinet Wood-Tone Chips [-] Sample Louver Insert 

(_] Casement Window Display [_] New Orleans Door Display for Com-o-dor 

(_] BILT-WELL Dealer Sign [_] New Orleans Door (_] Tell & Sell Corner 

[_] Window Opening Calculators (glass samples) Braces 
Nome___ = 

Build Wel Firm Nome____ = 
wh po 
Tryp ey ye Address. a ie : 

City or Zone__ State_ 
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Mes ® | * 
Stately old ante-bellum homes of the Deep : = 
South are famous for elegantly charming interior —— . . 
appearance. This same beauty and charm 
can be built into the modern home by using 
Patrician Quality trim and paneling manufactured 


by Southern Lumber Company. 


Southern Brand interior trim and paneling 
is fine-grained, soft-textured. It is light, bright, 
and strong and free from pitch. It cuts 

clean, works easily. It nails without splitting 
and matches perfectly at miters and joints. 

It holds paint, stain, and wax finishes 
permanently, smoothly. 


For the finest in interior trim and 
paneling, stock Southern Brand 
—with Patrician Quality. It’s your 


assurance of satisfied customers, 








repeat business, and 
profitable sales. 





OUTHERN LUMBER COMPANY 


A Division of Potlatch Forests, Inc. 
WARREN ARK A MN S.A os 
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INSPECTORS CHECK new Evergrain gloss 
finish as Weldwood door comes off lami- 
nating machine on which finish was ap- 
plied. 


New Invisible Finish 
For Fine Woods 


A new clear resin overlay called Ever- 
grain, formed to a wood surface under 
factory-controlled conditions, has been 
introduced by United States Plywood 
Corp. after 13 years research. 

The new finish, being applied initially 
to Weldwood doors produced at Al- 
goma, Wis., is claimed to be revolution- 
ary in its resistance to wear, impact 
damage, digs and exposure. It also has 
optical properties which give a 3-dimen- 
sion appearance to the wood, main- 
tained indefinitely without refinishing, 
according to U. S. Plywood. The Ever- 
grain doors, available on order, are 
recommended for use wherever the 
wood finish takes hard usage. 

Cost of this protection is approximate- 
ly 35¢ per square foot, less than high- 
pressure laminates. 





AMERICAN LUMBERMAN was among the 
business publications on exhibit at the 
American Pavilion of the Japan Inter- 
national Trade Fair at Osako, April 12- 
27. Some 24 countries had 3,100 exhib- 
its. Pictured above is Wilbert Schaal, 
director of public relations and informa- 
tion for the U. S$. Department of Agricul- 
ture at the Fair, who is showing a copy 
of our Dealer Products File to Miss Tomo- 
ko Iwahara, an announcer for the Osaka 
TV Broadcasting Co. 
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oO 
N THE GROWING DEMAND 


FoR HEAT LATOR 
FIR EPLACES!: 


MORE HOME BUYERS 

WANT THE LEADER... 
A HEATILATOR 
FIREPLACE 






More home owners have genuine 
Heatilator Fireplaces than any other 
make. Here’s why it’s the leader... . 


SUPERIOR DESIGN . . . MAXIMUM 
HEAT CIRCULATION .. . Firebox, 
throat, damper, downdraft shelf and 
smoke dome are built into one unit, 
correctly proportioned and properly 
located to assure perfect operation. 
Cool air, taken into the double-walled 
firebox is heated and circulated freely 
throughout the room. 


Promote the growing demand for 
Heatilator Fireplaces ...to your 
builders and masons! 


For Further Information Write: 
HEATILATOR DIVISION, VEGA INDUSTRIES, INC. 
925 E. Brighton Ave., Syracuse 5, New York 


HEATILATOR 
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WILL NOT SMOKE . . . The Heatilator 
Fireplace is designed and engineered 
to assure smoke-free operation. There 
are no tubes or fins to obstruct flow of 
heat or smoke. 


EXCLUSIVE PRESSURE-SEAL DAMPER 
... An airtight damper seal prevents 
loss of winter heat or summer air con- 
ditioning when fireplace is not in use. 


ONE-PIECE FIREBOX.. . Built of heavy 
boiler plate steel, this one-piece de- 
sign provides maximum strength and 
a long trouble-free life. 


Only a Heatilator Unit provides all 
these features. That’s why more and 
more home buyers want the leader... 
a Heatilator Fireplace. 





HEATILATOR 
UNIVERSAL 
DAMPER 





Designed and engineered for 
open-sided fireplaces. The Uni- 
versal Damper incorporates 
both smoke dome and damper 
in one compact unit. Scientifi- 
cally designed for smoke-free 
operation. 

Sloping sides permit back-up 





course of masonry above damp- 
er for safety. Reinforced flange 
serves as lintel. Positive chain 
pull control holds damper blade 
firmly in any position. Availa- 
ble in five sizes. 
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Why it pays to trade up 
Pats 


PLAIN CEILING TILE. Only a partial an- 


swer to noise problems, plain tile absorbs wr 


some noise but lacks the full sound-absorbing 


: Pw 
efficiency of a true acoustical tile. <4 
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yet it’s just as easy to put up as plain ceiling tile. 
Take a few minutes to show your customer why 
Armstrong Textured Cushiontone is his best buy in 


You profit more—and so does your customer—when 
you sell him the quiet comfort of Armstrong Cush- 
iontone Ceilings. 

With today’s open planning and more appliances _ ceilings today. 
You'll see why many dealers say it’s their fastest 


in a home, your customer's problem is not just how to 
Many report margins of up to 


fix the ceiling—but how to stop noise, too! selling ceiling tile. 
That’s why you perform an extra service when you 12.4¢ per square foot. 
recommend Armstrong Cushiontone. For just a few For complete details about this new profit oppor- 
cents more per tile, he can have a quiet home plus _ tunity, contact your Armstrong Wholesaler or write 
the beauty of Textured Cushiontone’s rich three- Armstrong Cork Company, 4205 Rieker Avenue, 


dimensional surface. Cushiontone soaks up noise, Lancaster, Pennsylvania. 


‘Armstrong CEILINGS 


* Decorator Temlok Tile (Style 100-Tweed, Style 121-Diamond, Style 142-Starlite) * Plain Temlok Tile 


ushiontone (Full Random and Textured designs) 



















from plain to acoustical tile 


TEXTURED CUSHIONTONE. Hundreds of * es gee Dieta, PIE ay BS 6 yay @, 
° tiny openings in the textured surface of each # . ."". ae Ps Sse od 
tile soak up as much as 75% of the noise that . iP , ha fae ee 2 Oe” ord 
strikes the ceiling—make a home quiet : 


eee mE 









~ > 
REPELS DUST AND DIRT. Static EASY TO CLEAN. Cushiontone’s CAN BE REPAINTED. When a 
air trapped in tiny openings in the factory-painted surface can be vac- color change is desired, Cushiontone 
textured surface of Cushiontone keeps uumed or cleaned with soap and can be repainted without loss of its 





out dust, dirt, and grease. damp cloth or sponge. noise-absorbing efficiency. 








From Insular... PHILIPPINE MAHOGANY 


graded after drying to assure full count, finest quality 


Since Ilco grades and measures all lum- 
ber after kiln-drying it, you are assured 
of both full count and finest quality in 
your footage. And for maximum pro- 
tection, paneling, molding, door jambs, 
and S4S lumber are all steel strapped 
and wrapped in waterproof paper. 

Scientifically kiln-dried—All Ilco lumber 
is scientifically kiln-dried in the com- 
pany’s own kilns. The result is increased 
fiber strength and substantially improved 


Write today 
for free 
booklets! 


MOLDINGS 

Iustrated booklet showing 
complete selection of lico moldings 
—casings, bases, stops, rounds, etc. 


with the following free booklets: 


(J Moldings 


RULE ae oe 


INSULAR 
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[_] Paneling and Siding 


hardness as well as bending and com- 
pressive strengths. And, of course, the 
wood is more easily worked. 


Uniform stock— Because all Ilco timber 
is grown in the same area on the island 
of Negros and then processed at the 
Orient’s largest and most modern mill, 
you get lumber that is remarkably uni- 
form in both texture and color. Ilco 
Philippine Mahogany never fails to meet 
NHLA standards. 


EXTERIOR FINISHING 

IHustrated booklet with complete instruc- 
tions on how to insure the lasting beauty 
of tico Philippine Mahogany siding. 


PANELING and SIDING 

Illustrated booklet showing complete 
selection of lico paneling, siding and 
other mill products, such as flooring 


INSULAR LUMBER SALES CORPORATION 
1403 LOCUST STREET, PHILADELPHIA 2, PA. 


Please send me the name of my necrest Ilco Philippine Mahogany distributor together 


[] Exterior Finishing 


LUMBER SALES CORPORATION 


1403 Locust Street, Philadelphia 2, Pa. 


Firms Gear Now for 
Tomorrow’s Demands 


Alumiline Corp. For the second time 
in a 4-year period, Alumiline Corp. is 
expanding facilities in Pawtucket, R.I., 
“to keep up with the growing demand 
for the firm’s architectural products,” ac- 
cording to director of sales John E. 
Hunt. Custom “U” laminated panels for 
use in partitions and curtain wall con- 
struction are now being made in a vari- 
ety of facings, cores and back-up materi- 
als. The firm also produces a line of 
flush panel honeycomb doors. 


Georia-Pacific Corp. has begun con- 
struction of a new plywood mill at Coos 
Bay, Ore., to cost over $2 million with 
an annual capacity of 90 million square 
feet. The new unit will give G-P a total 
of 22 plants in nine states. 


Ceco Steel Products Corp. will erect 
an $11 million bar steel mill at Lemont, 
Hil. 


Security Sash & Screen Co. Purchase 
of Orchard Bros., Inc. of Rutherford, 
N.J., manufacturer of AlumaRoll awn- 
ing products climaxes a year of steady 
expansion for Security, a Detroit pro- 
ducer of aluminum and white Perm- 
Enamel aluminum combination windows 
and doors and Perm-Enamel aluminum 
siding, paneling and Sky Shade awnings. 


Morrison-Merrill & Co., Salt Lake 
City, Utah, wholesale firm, has _ pur- 
chased plant, equipment and inventory 
of Materials Supply Co., Denver. Ad- 
joining property also was purchased for 
expansion 


Puerto Rico announces a _ three- 
pronged program to develop a multi- 
million dollar wallboard-hardboard _in- 
dustry based on the 3.1 million tons of 
bagasse the island’s sugar mills turn out 
each year. Spurred by U.S. investment 
participation, Puerto Rico’s Economic 
Development Administration, which has 
offices in New York City, is moving 
ahead on three major bagasse projects; 
the first is a $4.5 million wallboard- 
hardboard plant; a second plant which 
also will produce hardboard while a 
third will manufacture particle board. Un- 
til recently, bagasse was regarded as a 
virtually worthless sugar by-product. 


Pickering Lumber Corp. has _pur- 
chased the mill, inventory, logging rail- 
road and timberlands of the West Side 
Lumber Co., Tuolumne, Calif. West Side 
in recent years has produced between 35 
million and 45 million board feet of 
lumber annually. Pickering Lumber 
Corp., with headquarters at Standard, 
produces as much as 75 million board 
feet of lumber a year. 


New A.L. Address 


The eastern district office of Vance 
Publishing Corp., publishers of Ameri- 
can Lumberman, will be 370 Lexington 
Ave., New York 17, as of June 1. 
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-——LUMBER PRICES 


Southern Hardwood and 
Pine Prices Rise 


The average price of No. 2 red 
and white oak lumber is now about 
$72 a thousand board feet, deliv- 
ered to Memphis hardwood mills, 
about $2 higher than mid-April and 
a hefty $12 above last October’s 
low. This has resulted in an in- 
crease in flooring prices. No. 1 
common red oak flooring sells 
for $138 a thousand feet, f.o.b. 
Memphis, up $6 from a year ago 
and as much as $13 above last 
November, according to the Hard- 
wood Market Report. 

Southern yellow pine prices also 
have turned upward. No. 2 ship- 
lap, 1” by 8” boards, is selling at 
$93 to $94 a thousand, up $1 to 
$2 from mid-April. The price of 
No. 3 shiplap is now around $75, 
up $1 to $2 higher than three weeks 
ago. 


From the Markets 


SAN FRANCISCO—Plywood 
prices have slumped again, drop- 
ping $4 to the mid-winter low of 
$64 a thousand sq. ft. Unless the 
market recovers, production cut- 
backs will follow. Production has 
been 15% to 20% ahead of new 
orders recently. 


SEATTLE—For the first time 
in many months, the Douglas fir 
market is firming. Green dimen- 
sion and all common items, tim- 
bers and uppers kiln-dried all are 
taking the lead. Hemlock has been 
bought in large quantity by the 
government engineers. It brings $45 
to $53. Douglas fir has increased 
up to $4. Plywood has shifted in 
price several times. Green 2 x 4s 
have proved strong because of a 
temporary shortage, which averages 
$9 a thousand, up $2 from a week 
ago. 











Hike Asphalt Roofing Prices 


Asphalt roofing products prices have 
been raised from 10% to more than 
20% in the 37 states east of the Rockies 
by three manufacturers. Several suppliers 
said they were not planning increases at 
the present time. 

Barrett division of Allied Chemical 
Corp., New York City, has raised prices, 
effective immediately, on all asphalt pre- 
pared roofing products up to about 15%. 

Flintkote Company, New York City, 
has boosted prices 10% to over 20% on 
all roofing and asphalt-saturated felts. 


Bestwall Certain-teed Sales Corp. 
Ardmore, Penna., reports it has raised 
prices on roofing from 10 to 15%. 
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New SWIRLAWAY sander 
fast seller... only *4% 


New Stanley SWIRLAWAY is a flexible, ball-joint sander that fits 
any power drill. It never scars or mars the finish because the sanding 
disc is always flat and never runs off the working surface. 

This composite photograph shows how Stanley SWIRLAWAY’s 
ball-joint keeps the sanding disc flat from any angle. 


Stanley SWIRLAWAY 
(No. H145K) comes 
complete with 3 sanding 
discs and polishing bon- 
net in handsome display 
carton shown. List price 
— only $4.95. Your 
wholesaler has them 
now. Order yours. 


STANLEY TOOLS 
Division of The Stanley Works 
New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools « builders, industrial and drapery hardware + door controls »« aluminum windows + stampings « springs 
coatings « strip steel + steel strapping—made in 24 plants in the United States, Canada, England and Germany. 


Circle No. 17 on Coupon, page 72 








CCR son 


SELLING 
FORMULA 








WayYN!i 
Orinda 


CEDAR VERSATILITY 
BUILDS FASTER SALES 


LITTLEJOHN, AIA, Architect 


California 


(Commercial /*\ppeal is natural with WESTERN CEDAR SIDING 


You sell versatility with Western Cedar Siding. It’s the 
multiple-use all natural wood material for exteriors or 
interiors, residential or commercial construction. 

You can expand your sales for a good profit by exploring 
the many new uses and applications for Cedar Siding 
Beveled or Tee-Gee. Illustrated above is a suburban 
office building that takes advantage of Western Cedar’s 
natural beauty with the application of Beveled siding 
vertically. It’s dramatic and appealing. 

Western Cedar Siding gives you more value to sell in 
a competitive market. It has performed excellently for 


**GET THE WESTERN CEDAR FACTS... 
send this coupon for Research findings, Merchandising 
and Technical information, and ‘Contemporary Appeal” 
Western Cedar’s new brochure of building ideas. 


WESTERN RED CEDAR LUMBER ASSOCIATION 
Seattle 1, Washington _ SS 


copies of the Western Cedar materials adver 
tised in the American Lumberman for sales and informa 


4403 White-Henry-Stuart Building 
Send us 


WESTERN 
Ceoar Stor 


tion use to customers. 
FIRM 

STREET 
 , 


SIGNATURE 


THIS COUPON MAY BE PASTED ON A POST CARD AND MAILED 
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generations and still fits into today’s contemporary or 
traditional styling. Research facts** reveal Western 
Cedar a better siding. It has the “grown in” qualities 
that science has failed to duplicate. Your customers will 
discover Western Cedar resists splitting, holds its shape, 
has natural insulation, applies easily and paints or stains 
to any of the modern colors. 

For original sale, Western Cedar Siding is your profit 
builder ... and it’s a definite value for the home owner 
at re-sale time. It’s always a better siding buy! 


saits§ adie I 


RED(EDAR 


LUMBER 
o* 
SocratT! 


Put WESTERN Cepar’s CA Selling Formula 
to work for you: Curb Appeal, Contempor 
ary Appeal, Customer Appeal, Custom 
Atmosphere, Centuries of Acceptance 
Cedar Appearance and Cost of Application 
that’s lower. 
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News Makers 


e William Swindells, president, Willa 
mette Valley Lumber Co., Portland, has 
heen named president, Douglas Fir Ex- 
port Co., export sales agent for a group 
of Ore. and Wash. mills. Other officers 
elected at the annual meeting in Seattle 
were: Willard T. Evenson, Wauna Lum- 
her Co., vice-president (Ore.); William 
R. Garnett, St. Paul & Tacoma Lumber 
Co., vice-president (Wash.). B. K. Frank 
was reelected general manager 
e Clark | Mc 
Donald was elect 
ed new managing 
director ol the 
Hardwood Ply 
wood Institute by 
the group’s board 
of directors at 
- their spring meet 


McDonald ing in Chicago 





The action came 
with the retirement of Charles E. Close f B t 
McDonald comes to the Institute from 0 Call y 
his position as vice-president and general 


r, Miami Div., Logan Lumber iS a 0 
manager, a ; gi ) | J y 


Co., Florida wholesalers. He was former 

ly secretary-manager, Southern Sash & 

Door Jobbers. Close announced that he Forever” AyD ey 
plans to travel, then open an office as an Se eee 

engineering consultant for the plywood 


and veneer industries. E23 
e Dealer Leroy H. Stanton, Jr., head of Th SlSsprt , “MY FAIR LADY”, one of the most beauti- 
OR Meee ee i Be Baa, ; fully staged musicals of modern history has been 
named dnd Angiles president of the Ne | . a sellout for years— because it has appeal. 
dont ne teen’ Council _. You, too, can establish new sales records 
with the beautiful new wood grained finish 

e Harold E. Peterson has been appointed gypsum wallboards by Bestwall. Created spe- 
sales manager, Acme Appliance Mfg cifically to meet the modern home owner’s 
Co., Monrovia, Calif., builders’ hardware demand for interior beauty, the newly designed 
firm line of wood grained boards ... Driftwood Mahogany... Fawn Mahogany... 
e@ The appointment of Robert F. Watson and Autumn Mahogany provides the latest fashions for your customers’ home 
as merchant products development man remodeling needs. 
ager is announced by Kaiser Aluminum Wood grained finish gypsum wallboards by Bestwall in addition to the new 
& Chemical Sales, Inc., Chicago Driftwood Mahogany... Fawn Mahogany...and Autumn Mahogany ... also 
come in Knotty Pine and Figured Aspen. This complete line of wood grained 
gypsum wallboards gives your customer a broad selection of modern, beautiful, 
and appealing wallboard finishes. Beautiful wood grained gypsum wallboards by 
Bestwall are your best beauty bet for sales. 

For full color catalogs, brochures, and selling aids, fill in and send the coupon. 





e William R. Julius, Jr., has been elected 
vice-president in charge of sales, Mc- 
Kinney Manufacturing Co., Pittsburgh, 
Penna., manufacturer of builders’ hard 
ware and related products. 
e Bestwall Gypsum Co., building mat 
rials manufacturer of Ardmore, Penna., 
announces the a of ee William- - Bestwall Certain-teed Sales Corp., Dept. Al 
son as a vice-president of the company. oo 120 E. Lancaster Ave. 

ite 412245 00F Gyp 4 : 
e Eck G. Prud’homme, well-known in FIREPR SUM Ardmore, Pa. 
Texas lumber circles, has joined South- Please send me full color brochures with informa- 
Lumber Mills, Inc., as manager of tion and illustrations of your “Home Owner 
Specified" line of wood grained finish gypsum 
wallboards. 


west 
the firm’s McNary (Ariz.) division 

@e Timothy R. Cutler has heen named 
president of Devices, Inc., a division of OO Se a 
Miracle Adhesives Corp., Bellmore, Ll 

which manufactures metal anchors of the BUILDING pRovuc! 
adhesively applied type. He succeeds 

V. L. Yepsen, who has retired. 


Ss | Company.... 
Street 





Correct HIC Address 


Manufactured by Bestwall Gypsum Company—sold through 


Through error, the address o 
“Hhsseontenloe BESTWALL CERTAIN-TEED SALES CORPORATION 


the national Home 
Council headquarters was given as 120 East Lancaster Avenue, Ardmore, Pa. 


2 E. 45th St., in April 14 issue of EXPORT DEPARTMENT: |00 Eost 42nd St., New York 17, N.Y 


American | umberman. The cor- SALES OFFICES CLEVELAND, OHIO EAST ST. LOUIS, ILL. WILMINGTON, DEL. 

rect address is 2 E. 54th St., New ATLANTA, GA. DALLAS, TEXAS JACKSON, MISS. RICHMOND, CALIF. 

York 22. N.Y. BUFFALO, N.Y, DES MOINES, IOWA KANSAS CITY, MO. SALT LAKE CITY, UTAH 
CHICAGO, ILL. DETROIT, MICH. MINNEAPOLIS, MINN. TACOMA, WASH. 
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Bostitch tools are built tough 
for sales without service problems 


BOSTITCH H4 HEAVY DUTY HAMMER for the rugged jobs 


The only stapling hammer that drives a 3/4” staple. Heavy 
wire legs diverge inside wood for maximum holding power. 
Won't vibrate out. The H4 is scientifically balanced to 
yield the most powerful blow with the least effort. Ruggedly 
constructed and rust resistant for minimum care. A highly 
profitable tool for your building contractor accounts be- 
cause of staple volume it generates. 


BOSTITCH H2B MEDIUM DUTY STAPLING HAMMER 
for high-speed tacking 


There’s no faster way to install insulation, metal lath, vapor 
barriers — and no more reliable stapler for these jobs. 
Drives staples with 11/32’ crowns — 1/4” and 3/8” leg 
lengths (H2B1/2 drives 1/2”-length staples). Light but 


ruggedly constructed. Easy loading. Rust resistant. Built 
for long, service-free use by contractors and home owners. 


BOSTITCH T5-8 TACKER for builder and home owner 


The popular, all-around tacker to lead your Bostitch sales. 
Cuts working time on almost any tacking job. Home owners 
like the T5’s easy way with screening, installing ceiling tile, 
and reupholstering. Uses Bostitch staples of .050” x .019” 
wire with 5/32”, 1/4’, 1/2” and 9/16” legs. Solidly built 
yet fits in tight places. Brings steady staple profit as a 
sales or rental item. 


Fasten it better and faster with 


Consistent advertising and strong merchandising move these 

Bostitch tools across your counter. And rugged construction = 0 ST | TC Ho 
keeps them operating, piling up extra staple sales for you. 
Let us show you how profitable the Bostitch line is. Write: 
Bostitch, 745 Briggs Drive, East Greenwich, Rhode Island. 


AND STAPLES 
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DFPA ‘Barometer’ 
Discontinued 


The weekly Barometer of the Douglas 
Fir Plywood Industry has been with- 
drawn from publication for at least four 
weeks. The suspension comes at a time 
when fir plywood prices are under pres- 
sure. For a number of weeks the Barom- 
eter has shown production exceeding or- 
ders. Some mills are reported feeling 
buyers have used the production-orders 
Statistics to force prices down. 

“Suspension of the Barometer was not 
based on a desire to kill it,” said A. W. 
Agnew, DFPA president and _ vice- 
president of the Pacific Coast Co., So- 
noma, Calif. “The statistical committee 
of the association is studying posssible ad- 
ditions to the service. The suspension is 
aimed at giving the committee time to 
examine these additions.” 

Agnew said that the Barometer can- 
not be dropped without a vote by DFPA 
membership; votes have been taken sev- 
eral times in the past, with results always 
upholding the statistics. 

Dissatisfaction with the DFPA statis- 
tics was noted by American Lumberman 
(March 17, 58), on the part of a num- 
ber of smaller Pacific Northwest plywood 
mills; these groups have formed a new 
group to compile industry statistics more 
to their liking. 


New Wholesale Firm 

Albert A. Robinson and Paul A. 
Bross, for many years associated with 
the wholesale and retail building material 
industry, have formed the Auburn Whole- 
sale Building Materials Co., 18434 Fitz- 
patrick, Detroit. 


“LEISURE TIME” PLANS for cottages are 
included in dealer promotional kit avail- 
able from Douglas Fir Plywood Associa- 
tion, Tacoma 2, Wash. Kit includes cot- 
tage plans, counter display of promo- 
tional booklet shown above, advertising 
materials. Suggestions for selling pre-as- 
sembled cottages of modern design from 
Lu-Re-Co trusses and panels are included 
in the booklet. 
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OPAL’S flat-wire, multi-strand 
edge is marked, measured and 
copyrighted for your protection 


With Opal aluminum, galvanized, and 
bronze insect wire screening you defi- 
nitely have more than a selling edge, 
resulting from Opal’s many superior 
quality and sales advantages. You 


have Opal’s patented and/or copy- 
righted, multi-strand, flat-wire sel- 
vage which adds extra stability and 
strength. Opal screening is marked 
and measured every foot for fast, ac- 
curate dispensing and easy inventory. 


One of Opal’s revolu- 
tionary new automatic 
looms which provide 
greater overall insect 
wire screening strength 


and uniformity. 


.. . Registered trade mark 
of the New York Wire Cloth Company, York, Pennsylvania 
_. for more than 50 years exclusive manufacturers of 


insect wire screening. 
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AMERICAN LUMBERMAN EDITORIAL 


Lumber Promotion Plan Needs Revamping 


W have only the sincerest admiration for the energy 
and vision shown by the lumber industry in planning 
a $1,250,000 program to merchandise their products. It’s 
a program really needed because there are many danger 
signs flying for the lumber industry. 

Traditionally, home building has been lumber’s largest 
single market. Yet, look what has happened since 1950! 

* The proportion of homes using lumber framing has 

dropped from 89% in 1950 to 83% in 1956 
* Wood sheathing plunged from 55% to 38% 

* Wood siding slipped from 48% to 31% 

So it goes . flooring, roofing, window materials . 
where once wood had a virtual monopoly, new materials 
are seizing the offensive. 

The lumber industry’s promotion program is directed at 
seven major targets. The term they use is “special groups.” 


They include: 

1. Architects 

2. Tract and speculative builders 
Highway construction people 
School children (home study course) 
Consumers (with a motion picture) 
Farmers (with publicity) 

7. Architectural students 


The retail lumber dealer will receive a brochure detail- 
ing the lumber program, plus information about promo- 
tion by federated lumber associations. This would be the 
total extent of the national program as far as the dealer 
is concerned. 


While 16 federated associations of NLMA have ap- 
proved the above program, the job ahead is to really sell it 
to the mills concerned. Literally hundreds of mills last year, 
and right now, are operating at a loss. It seems to us that 
the new program must be designed to stimulate sales 
quickly and that a long-range program should be deferred 
or diminished in emphasis. 


The man on the firing line is the building materials deal- 
er. He is the man who talks to the farmer, the consumer, 
the contractor and the buyer of industrial lumber. His 
vital role in recommending brands, or for that matter 
basic material, is acknowledged and proven by market 
research. 


I i e has yet to be asked for his feelings on this program 
or, for that matter, his opinions on lumber itself as a 
building material. 


In running a yard, the first loyalty is to the customer— 
be he a consumer or a contractor. It is a basic fundamen- 
tal to recommend the best product for the job considering 
both first cost and cost applied. It is a delusion to imagine 
dealers in this industry are firmly sold on lumber for all 
applications. The record itself shows this just isn’t so 
(NRLDA-American Lumberman Survey, Oct. 1957). 


The dealer will agree that lumber needs promotion. In 
many cases, he underestimates the job being done right 
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now by some associations and lumber manufacturers. His 

ideas for the scope of this promotion, however, are quite 

different than those presently sketched by NLMA. 

* His interest in reaching the architect, for example. is 
luke-warm. He knows architects design only a handful 
of the houses serviced by contractor customers. 

He is concerned with all builders, not just tract and 
speculative builders. 


1. The basic stimulant for wider use of lumber is in 
house design. Much of lumber’s lost markets can be traced 
to the house on the slab and the rambler. NILMA should 
work directly with National Plan Service and others de- 
signing the majority of homes built every year in America 
If lumber is designed into these houses creatively and sen- 
sibly with costs balanced by consumer benefits, the results 
could be substantial. 


2. Immediate support by NLMA and affiliated associa- 
tions, of Lu-Re-Co and the Lumber Dealers Research 
Council. As we have commented before, customers should 
not be compelled to develop all the new ideas for their 
suppliers. 


3. Further interest and support for efficient materials 
handling methods. An immediate problem just ahead is 
deciding whether the two or the four-foot strapped pack- 
age is best for shipping lumber. 


4. Supplying ideas and merchandising tools for the deal- 
er interested in installing or expanding the Home Planning 
Center in his yard. With store traffic booming in lumber 
dealer showrooms, where is there a better place to show 
new house designs and the most beautiful materials to be 
used for erection? As this is written not a single manufac- 
turer in either lumber or building materials has much to 
offer along these lines to his dealer customers. 


5. An instructive display of structural lumber is needed 
by the dealer. There are simple wall charts, but nothing 
attractive enough to do the right job. 


6. The dealer can use mill assistance in setting up self- 
service and piece-priced lumber in his yard. Only the 
Douglas Fir Plywood Association is presently supplying 
bin tags of proper design. Designs for racks, A-frames and 
other display tools for lumber are in short supply. 


7. It goes without saying that the dealer would like to 
see lumber improved in quality. He needs a more stable 
product comparable in uniformity to the other merchan- 
dise he sells. While this may be just a dream, it is becom- 
ing quite clear that the future of lumber is tied to across 
the board acceptance of the principle of definite standards. 


8. Finally, as the Southern Pine Association was told 
recently, the dealer is getting out of touch with lumber. 
There is little understanding of the dealer’s problems, be- 
cause he is rarely consulted or called on. One of the larger 
lumber producers recently made a dealer survey but the 
findings are for his own use. We’d guess they didn’t like 
what the dealers told their interviewers. 
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A Powerful 
Promotion Package "HEADQUARTERS 


wo00 FENCES TRI STs 
To Help Dealers Sell More oo —— 


High met Lou F e100. Bua FENCES 


Se 











Here is a complete promotion package designed to 

help you increase sales in the high and low fence FINANCING 
market. Weyerhaeuser is making it available to help 
dealers pick up new volume in a profitable market 
which can consume immense quantities of lumber and 
building specialties. With this powerful merchandis- 
ing package you will be in a better position to sell the 
fence market. Here is what you will receive: 


FULL-COLOR 81” x 11” CATALOGS: A supply of 
catalogs showing 24 beautiful low fence designs... . 
also a supply of catalogs illustrating 16 high fence 
designs which give homes privacy and character. Full 
specifications are given for each design. 

COLORFUL MAILERS: A quantity of each of two hand- 
some mailing pieces showing fences in beautiful set- 
tings. They show both high and low fences. 








Weyerhaeuser | 4-SQUARE 


LUMBER AND BUILDING PRODUCTS 


DISPLAY STAND: This modern stand displays all 
the fence literature. It will attract customers and 
promote fence sales. The display is designed for 
wall or counter use. 


SHOWROOM DISPLAY: Big 4-color poster printed 
both sides, plus six big banners with selling mes- 
sages and fence illustrations will make your show- 
room ‘‘Headquarters for Outdoor Living Ideas and 
Materials’’. 


ALSO AVAILABLE: These additional materials can 
modern be had free of charge if you buy the fence promo- 
farming tion package. 

Local Advertising Aid: Free newspaper ad mats 
and radio scripts— yours for the asking. 
Building News: Fact-packed publication, new 
this year, which will be mailed by Weyerhaeuser 
to the builders you name. 


THIS FENCE PACKAGE IS YOURS FOR $10.00: The 
fence selling promotion package shown above— 
the third step in Weyerhaeuser’s program to help 
lumber dealers get a bigger share of the 1958 build- 
ing and modernizing markets—available to dealers 
for $10.00. 





aS lmrtOvey, In addition to the Fence Selling Kit, dealers 
>. ao are also using 4-Square sales promotional 
’ : kits featuring Homes, Farm Buildings, Weyerhaeuser Sales Company 


a 2085: Sl 3 a acé i Cz bi s. Tri f in- 
Garages and Vacation Cabins. Write for in FIRST NATIONAL BANK BUILDING « ST. PAUL 1, MINNESOTA 
formation covering these promotions. 
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Ceiling Tile Sales Looking Up 





NEW FIESTA DESIGN by 
Celotex Corporation, Chica- 
go, in sound-quieting ceil- 
ing tile features a_ rich 
brown fleck that enchances 
a room's appearance while 
the tile deadens noise effi- 
ciently. 


SOUND-DEADENING  Pat- 
tern Tileboard by Insulite 
Div., Minnesota & Ontario 
Paper Co., Minneapolis, fea- 
tures textured patterns of 
beige and go/d on a white 
background. 





—s 








A NEW LINE of Gold Bond 
fiberboard ceiling tiles by 
National Gypsum Co., Buf- 
falo, includes a variety of 
patterns and _ textures. 
Among the four Decor pat- 
terns is this Crackle design. 


A NEW TYPE glass fiber 
acoustica! board, G-B Ultra- 
coustic Ceiling Board, pro- 
duced by Gustin-Bacon Mfg. 
Co., Kansas City, is de- 
siqned for use in grid-type 
suspended ceiling sys'ems. 





STYLTONE, a non-combusti- 
ble, fissured mineral acous- 
tical tile, manufactured by 
Baldwin-Hill Co., Trenton, 
N. J., comes in 34,” thickness 
in sizes 12” x 12” and 12” 
xn 


DO-IT-YOURSELF Forestone, 
a noise-quieting woodfiber 
acoustical tile by Simpson 
Logging Co., Shelton, 
Wash., comes in 12” x 24” 
sections. It is center-scored 
to resemble two 12” square 
tiles. 


CALLED DESIGN C, this ter- 
razzo sonofaced acoustical 
tile introduced by Owens- 
Corning Fiberglas Corp., To- 
ledo, is the newest addition 
to the firm's acoustical prod- 
ucts line. 


NU-WOOD DECORATOR 
TILE, a new insulation board 
announced by Wood Con- 
version Co., St. Paul, fea- 
tures a simulated fissured 
marble design in 12” x 12” 
size. It is availab!e in gray 
or beige. 


New Designs Up Dealers’ Sales 


Attractive acoustical tile patterns become popular do- 
it-yourself item. Lumber dealer sales up 33%. 


Attractive new decorator designs, coupled with intensi- 
fied advertising at the consumer level, has increased the sale 
of acoustical insulation board tile by retail lumber dealers 
by 33%, according to the Insulation Board Institute. 

This sales gain recorded last year is in contrast to the 
drop in the sale of plain insulation board (8% %) for the 
same period. Ordinarily, more than twice as much plain 
tile is sold through retail lumber dealer channels as acous- 
tical tile, which makes the recent gain by acoustical tile 
even more startling. 

The increased popularity of acoustical tile is due in good 
measure to the stepped-up promotion of the new sound- 
deadening tileboards in color and beautiful patterns. Home- 
owners have grown tired of the plain white finish and have 
been looking for some of the attractive new designs which 
are shown on this page. 
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Another reason for increased sales is the growing number 
of homeowners who are applying tile on a do-it-yourself 
basis. Recreation rooms, children’s bedrooms and kitchens 
are among the popular rooms in the house for installations. 
Homeowners realize that such projects not only increase the 
value of their property, but provide a visible and demon- 
strable improvement. 

Although fancy finishes have been available in plain 
tile for some time, the decorative finishes in acoustical tile 
are comparatively recent. They have proven so popular that 
some manufacturers have found it necessary to make dealer 
deliveries on a quota basis. 

How a well-rounded promotional program can build sales 
of ceiling tile is illustrated in the dealer case history story 
on the following two pages. ‘ 4 
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GROWN IN THE SOUTH 


NO DELAY in shipping your order for 
Crossett Brand WOLMANIZED* Lumber... 
... Crossett has in stock more than %-million 


feet of high-grade WOLMANIZED* boards 





and dimension, in standard items. Your order 
filled immediately from this stock. For further 
details, contact Crossett Sales Department. 


*-Reg. U.S. Pat. Off. 
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Cours? 


CRUBRMnBBs: Ee R COMPAN Y 


A Division of The Crossett Company 
CROSS ETT. ARKANSAS 








Tapping a big 


of tile to a complete ‘‘Ceil- 
ings Center’. Opposite side 
of display is shown on fac- 


new market... 


ing page. 
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DISPLAY in dealer showroom } 
evolved from a few cartons * 


ba 


COUNTERMAN LEN OATES [in checkered shirt) shows customer 
how he can cover cracked ceilings permanently with acoustical 
tile. 


How To 
“CEILING 


Maryland lumberyard proves there is a 
big potential for ceiling materials. Dealer 
doubled sales of acoustical tiles within two 
months after installing store display, conduct- 
ing contests, alerting salesmen to sell com- 
plete new ceilings. 


Without hardly lifting a finger to get ceiling tile business, 
Silver Springs (Md.) Building Supply Co. placed orders for 
more than 88,000 square feet of ceiling tile materials in one 
year. 

' “This was good business,” said Jack Cissel, president of 
the firm, “especially when we realized that we did not ad- 
vertise and that the people practically took the materials 
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ecome a 


CENTER" 


away from us. In analyzing thts business, we decided it 
would be worthwhile to concentrate attention on ceilings 
business.” 

So Cissel met with the representative of his major ceiling 
tile manufacturer and they developed a prototype of a ma- 
jor “ceilings center” department for retail lumberyards 
across the country. 


Major display. The first step was to assess the firm’s 
showroom facilities. It'featured one display of ceilings—an 
overhead unit, designed to show how materials look in- 
stalled. For the customer who arrived with ceilings in mind, 
this was excellent. But it could néver creatively sell the 
idea of how new ceilings could be beneficial to the average 
homeowner. So Cissell collaborated with his manufacturer 
on a major “ceilings center” dispfa¥ as pictured with this 
article. 


Ve 
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EASY TO 
INSTALL Ee 
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Cartons form background. Actual cartons serve as the 
background for Cissel’s display, with pieces of yarn ex- 
tending to selling signs. A counter for accessory items, such 
as hammers, furring strip samples, stapling guns and mea- 
suring tapes was placed in the center of the display. Under 
this counter was a space for broken cartons of tile, used for 
“fill-in” orders. 

“How-to”. Then on the basic display unit went a “sound 
box” demonstration, consisting of two emply tile cartons 
one lined with acoustical material. Here the homeowner can 
test for himself the effectiveness of “sound-conditioning.” 

Next Cissel added a literature rack. And on one side of 
the unit, he erected a frame to hold furring strips for a 
simple installation demonstration. This proved to be one of 
the most popular in the merchandising center. 

Around other counters in the yard are other promotional 
ideas on ceilings. For example, Cissel filled a box of old- 
fashioned “cricket” noise-makers, with the suggestion: 
“Take one home for the kids.” These crickets can be used 
with the sound box at the ceilings center, of course, to show 
how their chirps are softened in the sound-conditioned com- 
partment. 

Also for the kids, Cissel stuck lollipops in the holes of 
the perforated acoustical! tile placed on the counter. 

Free ceiling. With his dramatic display set, Cissel then 
staged a drawing for a free ceiling. If the winning customer 
had bought a ceiling before the end of the contest, he not 
only got a rebate on his purchase but also won a $50 bonus. 
Thirty people signed up the first day and by the end of the 
first five weeks the contest had drawn more than 1,000 
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“TEST YOURSELF” framing unit, right 
shows do-it-yourselfers the ease of ap 
plying tile. Arrows point to installed 
ceiling tiles in showroom. 








entries! Tied in with the consumer contest was a concen- 
trated ad campaign 


Sales training. A series of training sessions for his coun- 
termen, conducted by his ceiling materials representative, 
was extremely important to the ceilings campaign, said 
Cissel 

“Take the case of a typical Saturday handyman,” he ex- 
plained. “The customer says he’s got a cracked plaster 
ceiling. Well, when the customer said he wanted to fix a 
cracked ceiling we always gave him a box of spackle at 
45¢, up till now, that is.” Today, a mention of “cracked 
ceilings” at Silver Springs is the counterman’s cue-line for 
“ceiling line.” “We replace instead of repair” is the motto. 

A sales contest for countermen, with an incentive for 
each carton of ceiling material sold and billed during the 
contest period, completed the ceilings program. 

In less than two months of aggressively merchandising 
the ceilings business, Cissel said, sales more than doubled on 
ceiling products. 


Tie-in sales. “In addition, the ceilings campaign actually 
made us concentrate on outside consumer calls,” said Cis- 
sel. “From this we are developing a good business in major 
remodeling jobs. Since we are traditionally a contractor- 
type yard, this homeowner package business is relatively 
new and we like the profits.” 

[he ceilings business also had a profitable effect on the 
firm’s hardware department. Almost every ceiling sale in- 
cludes an order for accessory items such as stapling guns, 
molding and furring strips. 
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QP Lemoteting Package-of-the Month 


Outdoor ‘‘Living Rooms’’ 


This spring from chemise dresses to new homes, the 
women of America are calling turn. Dresses are a little out 
of our line, but we note the houses have all the features 
the gals have been demanding in recent years. The kitchens 
are larger and bristle with built-in appliances. The dining 
room is re-emerging and the closets are literally huge. 

More porches. Builders are giving the ladies still another 
feature revealed by many public opinion polls—the old- 
fashioned porch. Actually, the return of the porch could 
have been predicted by 1955 when builders more sensitive 
to public opinion began installing patio slabs for their new 
homes. It was the first acceptance of the idea that one of 
the least expensive methods to make a house appear larger 
was to provide a planned patio area. 

While homes with simple patio areas sold well, builders 
quickly noted that many buyers of their homes, within a 
year or two, erected a structure of some kind with proper 
screening. 

Sells extra materials. The immediate effect of this trend, 
of course, is to further increase the amount of material 
for new home jobs. It means more framing materials, roof- 
ing, screening and other items. But the trend will have fur- 
ther impact on your business. 

1. While many families have already erected a porch 
on their patio slab, there is still a tremendous market avail- 
able to the dealer offering a convenient package porch at 
a reasonable price and on easy terms. Inertia being what 
it is, some homeowners will swat flies and mosquitos until 
someone comes along and closes the sale. 

Framing can be either wood or metal and pre-cut for 
many homes in suburban areas. If semi-prefabrication is 
possible, the savings can be passed on to the consumer. 

2. Every dealer has noted how design trends in new 
homes stimulate remodeling along the same line in older 
homes. The popularity of paneling and up-to-date kitchens 
with built-ins are two good examples. 

Popular feature. It’s probably true that the same thing 
will happen on porches. The desirability of having a porch 
could easily become just as firmly established in the 
public’s mind as an ultra-modern kitchen. 

Aside from the growing popularity of the porch, there 
are lots of down-to-earth consumer benefits. Properly de- 
signed, it can be a second living room for a minimum in- 
vestment say from $100 to $500. 

A prime target, of course, for new porches are the mil- 
lions of ultra-small homes built since 1946. Here are a 
group of homeowners who are sitting ducks for a well- 
thought-out porch package. Many of these minimum homes 
are poorly insulated and literally “ovens” during summer 
months. 

As every dealer knows, a porch can be either minimum- 
priced or quite elaborate. Framing can be light or more 
substantial if the homeowner plans to install windows for 
year-around use. 
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ALL THE ILLUSTRATIONS are from American Lum- 
berman's ADservice mat program. Free catalogs 
giving many other layout ideas and showing illus- 
trations available, will be sent on request. 


NAME OR SIGNATURE CUT HERE 


WE'LL HELP YOU PLAN A MODERN 


Screened porch or breezeway 
for cool, outdoor living 


There's nothing like a screened porch or breezeway for teen-age pet-to- 
gethers wonderful for Dad's card club for the entire family during 
the hot summer months just ahead. 

Let us lend a hand in designing a hew porch or we can screen that seldom 
used breezeway. You'll find it’s a low-cost way to add more living space We 
have the best and newest materials and easy payment plans that put no strain 
on the family budget. Come in today! 


as tow as °OO per montH 


é 


















































400 
OUR ONE-STOP 


Home Improvement Service 
Saves you time and money! 


YOUR NAME 


Address Phone number 
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PORCHES 
BREEZEWAYS 













From the dealer’s point of view, there are lots of 
advantages in pushing new porches and breezeway 
screening: 

1. Competition is relatively weak from both fast- 
buck specialists and other dealers. Getting a reputa- 
tion now for service on these packages can bring re- 
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tt peat business. 

2. You sell lumber and building materials already 
in stock, which carries good profit margins. The usual 
material list includes masonry materials, lumber or 
metal for framing, screening and a covering for the 

roof, often fiber glass panels. 
; 3. Highly skilled mechanics are usually not re 
j quired for most jobs. The roof is frequently flat and 
, not tied into the house itself. 
SCREENING BREEZEWAYS is a popular week-end inde denton a ; 
. , < any dealers report porches and screening of 
project with customers, above, of A. Boilard & heater 3 ve iM are feta 
Son, Inc., Indian Orchard, Mass. As Boilards sa Rees a2 eee 80:6 SP yoUreee: Senge ae ee 
toh *y littl i d z ine ¥ yards. Special literature is now available on building 
n ! ca an spare time. . : fF ’ ~ 
it takes only a e sz porches, which simplifies the dealer’s job in selling 
this class of trade. 
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BIG TICKET PORCH sold by W. E. Atkinson Co., Newburyport, 
Mass. Flagstone, above, was laid over a cement slab for a 
decorative effect. Quality wood framing was used throughout. 
Roofing was with fiber glass properly spaced and sealed. 
Bonus sale was a complete set of porch furniture. 
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BREEZEWAY FURNISHED THIS PATIO (26’x14’) has been responsible for at least eight 
lanti, Mich. Total sale for lumber, door and screening is often patio sales, according to Arthur H. Washburn, president and 
considerable. general manager, Barker & Washburn Lumber and Fuel Co., 
Sturgeon Bay, Wis. 
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profit from LOW 
INVENTORY 


FIVE Is ALL You NEED! 
By knowing the many 
uses of each you can 
recommend just the right 
product for a specific 
job, And, Abesto products 
bring customers back 
again and again. Each 
gallon is uniform quality 
because of factory- 
controlled methods! 


American Lumberman / Profit Pointers 

















By stocking 5 
Abesto products 
you have acomplete 
line of asphaltic 
coatings, adhesives, 
dampproofings 








AO8 


Abesto Liquid 


Wonderful for built-up roof con- 


Abesto Fiberated 


For same uses as Liquid where 
struction, recoating roofs, damp- extra body and protection is 
proofing below grade exterior needed. For example: recoating 
masonry, recoating gutters, older, rougher roofs where sta- 


flashings, etc. Applied easily. bilization is needed. 


e* 


ee, 


ae me | 
Bin-Marking Idea Aids Self-Service 


The front face of plywood, hardboard and lumber stor- 
age bins at Myrtle Ave. Lumber Co., Monrovia, Calif., is 
painted with black chalk board paint. This permits yard- 
men to mark the bin’s contents in white chalk on this 





Abesto Plastic 


Dampproof adhesives for flash- 
ings, patching, sealing end-laps 
on roofs; bonding lightweight in- 
sulation and wallboard to interior 
masonry surfaces. 





on0 | 


Plaster Bond 


Unique—bonds plaster directly 
to interior masonry. Forms a 
strong vapor barrier between 
walls and plaster. Prevents crack- 
ing and moisture stains, 


Lumiclad 


Fiberated aluminum protective 
coating for farm, commercial, 
industrial roofs, silos, granaries, 
etc. Reflects heat in summer, re- 
tains heat in winter, 





Make the Adhesive Strength Test Today 








Important! “Slow Curing” gives Abesto 
products utmost elasticity and adhesion. 


Developed through 25 years of 


research and use of expensive 


materials and rigid production 
methods. This gives Abesto 
products: (1) utmost elasticity 
...prevents cracks and leaks. 
(2) utmost adhesion . . . so that 
bonded elements actually become 
one. Write for test kit! 


“Our 25th Year” 


est 


Manufacturing Corp. 


Michigan City, Ind. 
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surface and keep prices current. The device is especially 
useful in the panel bins because there are so many of them, 
according to manager Norbert Bundschuh. 


Simple Frame Speeds Pallet Handling 


A simple square frame of | x 3 boards, corners rein- 
forced with small triangles of plywood, fits over the top 
end of end-stacked roll roofing standing on pallets at Ham- 
man Wholesale Lumber Co., Phoenix, Ariz. This permits 
entire pallets of roll roofing to be handled with the fork 
truck, prevents any of them from falling off the pallet. 
Larry M. Hamman reports this device saves the firm 
money in handling this fast-moving item. 
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Front displays Wud Bis _— ae _p 
Storm Window and Jalousie. ‘MN u Tv 
Combination Door i eee 
is at rear of display ote 
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Proved profit-maker... the easiest line to sell. 


So many more advantages it practically sells itself! 


This hard-working display sets you up for profits in a big way — in little space! Once your customers “eye’’ Tek-Bilt’s many product 

advantages, they buy Tek-Bilt. You don’t miss a sale! Better ways to display and sell are only part of Tek-Bilt’s unique Profit Plan — 

a completely integrated sales - marketing - advertising 

plan created exclusively for building supply dealers. Get | a A-D Combination Also Ranch-type 
| Swivel Windows Sliders Windows 


the full story—and get in on this profit-proved plan—by 
talking with your Tek-Bilt distributor now. Or write direct 


Adjusto-Magic 
Aluminum Jalousie 


TEK-BILT (Division of Win-Chek) Route tz; Hackensack, N. J. Windows and Doors ” Combination Doors 
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Fir plywood is still on the upswing. Dealer 
sales are up for the tenth consecutive year. Good 
times, bad times or just in between . . . dealers who 
push plywood can always count on steady volume, 
fast turnover and predictable profits. 


The reason is clear. No other material gives you 
such a broad range of customers and prospects — 
builders, industrials, do-it-yourselfers. And no other 
material gives you such solid sales backing—national 
advertising, field promotion, publicity and merchan- 
dising aids. 

The key to plywood profits is an adequate 
inventory. Make sure it’s big enough—with a bal- 
anced selection of types, grades and sizes—to supply 
all your customers’ requirements. 
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lywood 


Another DFPA exclusive! Plans, ideas and sales tools to help you get 
a bigger share of new home sales with your own Home Planning Center 


10 new home designs, styled for 
every taste and budget by Architect 
Chris Choate. You control the sale from 
start thru contract with complete blue- 
prints and material lists for either con- 
ventional or Lu-Re-Co building systems. 


Laas —— 
10 new sales tools include every- 
thing needed to start your Home Plan- 
ning Center—color transparencies plus 
table top viewer... punch-out models... 
literature ...display material...ad mats. 


*Write (USA only) Douglas Fir Plywood Association, Tacoma 2, Washington, for samples and complete information. 


REMEMBER! Stock and sell only DFPA quality grade-trademarked plywood 
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AVID LUMBERMEN peering into boxcar at mechanical SPARKPLUGS of Texas demonstration were Robert B. Brown 
handling demonstration indicates the mounting interest (left) of NRLDA and B. J. Stahiman, Houston dealer. Lift truck 
in packaged lumber shipments by retail dealers. above was wired for broadcasting. 


Mechanical Handling 
Takes Over in Texas 


Demonstrations at convention indicates 
that yard efficiency through mechanical 
handling is uppermost in minds of dealers 
today. New methods shown included the 
Modular Lumber System using 20” and 24” 
packets. 


ear 


ade usin 


‘ $s k. 
4’-WIDE PACKAGES of strapped 2xé6s are unloaded swiftly TRUCKLOAD using what is known as ‘‘semi-standard”’ package 
in Texas (12 pieces wide, 20 pieces high) is unloaded. This 


using larger-capacity lift truck. This system is especially useful 
for straight shipment of one item. type of package is available from many yellow pine mills. 
46 May 26, 1958, AMERICAN LUMBERMAN AND 














“Probably the most important work 
to be done by the retail lumber dealer 
in this year of recession talk is in the 
field of more efficient methods of han 
dling materials and supplies,” said 
James C. O’Malley, Phoenix lumber- 
man and president of the NRLDA, 
speaking at the Texas Retail Lumber 
Dealers’ annual convention in Houston 
last month. 

Backing up O’Malley’s advice was 
one of the most elaborate materials 
handling demonstrations ever staged at 
a regional convention, supervised by 
Robert B. Brown, materials handling 
director of NRLDA and B. J. Stahl- 
man, Houston lumberman. 

Practically all of the new package 
shipment methods were demonstrated 
from cars or trucks which arrived in 
Houston for the show. These included: 
e Car of 24,000 bd. ft. of 2x4s and 
24,000 bd. ft. of 2x8s packaged by 
Modular Lumber System (24” and 20” 
wide packets) from Elk Lumber Co., 
Medford, Ore. (Fork lift truck as small 
as 4,000 capacity can be used to un- 
load this type of packet) 

@ Mixed car of Douglas fir dimension 
and boards in larger-sized packages 
from Winton Lumber Sales. 

e Straight-car of 34,000 bd. ft. of 2x6 
Douglas fir specified 12/18’ fir KD x 
from Potlatch Forests Div. of Weyer- 
haeuser Sales Co., using strapping 
methods and large packages as devised 
by Weyerhaeuser and Acme Steel Co 

A car of this nature has been un- 
loaded in as little time as 16 minutes 
with a_ three-man specially-trained 
crew. Normal time would be 45 min- 
utes to one hour with average crew 
and large lift truck 
e A flat car shipment by Weyerhaeu- 
ser Sales Co. 

e Shipment of gypsum wallboard by 


Southern Pine 





small-capacity lift truck that has 
nature of the packets, car contained more than 48,000 bd. ft. of lumber, weighing 
in excess of 80,000 pounds. Complete details of the entire Modular Lumber System 
will be published in June 9th issue of American Lumberman. See also next page. 


Lumber Co 
packages 12 pieces wide and 20 pieces lar 
high, which equals six modules in the 
Modular Lumber System. 
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24”-WIDE “Pak” in compliance with Modular Lumber System is quickly unloaded with 


Mod-U-Lift’’ boom attachment. Because of modular 


(Complete description of the Modu- 
Lumber System, created by dealer 
Jim McCracken of Leechburg, Penna., 
and originally reported to the industry 


using 


National Gypsum. Co. packaged for e Truckload of 1x4 yellow pine, 15,- by American Lumberman in May, 
mechanical unloading from ground QOO bd. ft. from Angelina County 1957, will be published in the June 
level. ; . Lumber Co., in Modular Lumber Sys- 9th issue of this magazine. Watch for 
e Truckload of 1x4 yellow pine from tem packets it.) 





YELLOW PINE PACKAGES from truck can be swiftly removed 
in multiple-units with large-capacity lift truck, as shown above. 
Robert B. Brown of NRLDA is at the wheel. 


BUILDING PRODUCTS MERCHANDISER 

















Ke - 7 : one: : “3 
; ee ee Looe bo Ree en ed es 
+ Mo te wet * me io es ae 


DUMPING DEMONSTRATION attracted lumbermen at the Tex- 
as convention. Truck furnished by Contractors Supply & Lum- 
ber Co. Strapping, rolling devices, etc., were also shown to 
dealers at show. 
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Modular Units Ideal, 
Texas Dealers Say 


Interviews at matert- 
als handling demonstrations 
shows that 24”-wide packets 
could fulfill 90%. of require- 
ments for the typical dealer. 


All the packing of the cars which 
arrived at the Stahlman Lumber 
Co., Houston, for demonstration to 
some 400 lumber dealers last 
month were successfuly unloaded, 
according to B. J. Stahlman and 
Robert B. Brown, who headed the 
demonstrations. 

“However, the major interest of 
the delegates, which is also my 
opinion, was in the McCracken 
Modular Lumber System,” said 
Stahlman. 

“It is felt that this unit is small 
enough so that it can be handled 
by all types of equipment now in 
general use, giving the lumber deal- 
er a standard unit to work from. 

“Through interviews with dealers 
who attended the Houston demon- 
strations, we found that 90% of 
their requirements could be fur- 
nished in the McCracken modular 
packets, thus showing a great sav- 
ing at the dealer level in handling 
and order-picking. 

“At our yard we estimate a sav- 
ing of 30% of a loading time by 
fast counting of the units alone, 
through the simple formula of 2 
times length times 10 equal board 
footage.” 

Dealer Stahlman pointed out to 
American Lumberman that the 
Modular Lumber System packet is 
also favored by Texas dealers be- 
cause the packets can very simply 
be made into larger packages such 
as the Boise system or the Winton 
system. The 2-module packets can 
thus be ordered by the medium- 
sized dealer so that he can unload 
safely with a 4,000-Ilb. capacity 
lift truck; while the larger yard 
can order cars made up with pack- 
ages that contain multiple mod- 
ule-packets, strapped together for 
unloading with larger capacity 
lift trucks. 

At right is the loading pattern of 
the experimental car unloaded for 
Texas dealers using McCracken 
Modular Lumber packets. These 
packets were unloaded with 4,000- 
lb. capacity lift trucks at the dem- 
onstration. The packets measure 
24” wide and can be _ packed 
practically solid in a railcar, elim- 
inating waste. 

A complete analysis of the Mod- 
ular Lumber System will be pub- 
lished in the next issue of Amer- 
ican Lumberman, as described by 
J. W. McCracken, dealer from 
Leechburg, Penna., who created 
the system. 








MATERIALS HANDLING DEMONSTRATIONS 


(begins on page 46) 


DEMONSTRATION CAR 
SP 215,005 Double Door Box 50’ 


Specifications for rail car received at Stahlman Lumber Co., Houston, 
during Texas convention (charted below) shows loading pattern for Modular 
Lumber System “A” packets which come 24”-wide. Unloading of this car is 
pictured on a preceding page. Also see page 12 this issue and forthcoming June 
9 issue Of American Lumberman for more data on Modular Lumber System. 








Number of Pieces Per Total 


Packages Package Pieces Footage 





(5 High x 6 Wide) 
30 pes. 
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(5 High x 3 Wide) 
15 pes. 
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Inside Measurements Door Opening 16’ 


50’ 6” Long 

9 4” Wide 1 Plug 

10’ 6” High 1 Slide 
Ya c/1 2x4. % c/1 2x8 +2&Btr. Dry Douglas Fir 











14-12-12-12 14-12-12-12 18-16-16 18-16-16 








18-18-14 18-18-14 18-16-16 18-16-16 
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20-16-14 20-16-14 18-16-16 18-16-16 
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14-14-14-8 
14-14-14-8 
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14-14-12-10 14-14-12-10 18-16-16 18-16-16 








14-14-12-10 14-14-12-10 18-16-16 18-16-16 


14-12-12-12 
20-18-12 








14-14-12-10 20-20-10 18-16-16 18-16-16 








20-20-10 20-20-10 18-16-16 18-16-16 








20-18-12 
20-18-12 


20-20-10 20-20-10 18-16-16 18-16-16 
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WE SHARE YOUR ADVERTISING 
IN BIG SALES PROMOTION 


Vr 7 


sso 
OY PRU-CONTY 
OY STRINTED BOARD 


Our Big Promotion Package is ready. We work with you—spend 
our own money for advertising right in your own community. 
A tested and proven plan that makes sales—makes money for 
you—on fast selling Upson Striated Board —NOW PRE-COATED 
in white. Striking, beautiful, unusual two-tone effects obtained 
by just one additional coat of paint. Won’t crack, check, split or 
splinter. Nothing like it. Sizes 4’ x 8’ and 4’ x 10’. Also available 
un-coated. You make your full profit on every Upson Product. 
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BUILT-IN TV COMBINATION RECREATION ROOM WINDOW PLANTER BOX 












































Watch for the Upson man—or START NOW! nv 7 
Mail the coupon below—and we'll AIR MAIL BUILT-IN BOOKCASE LIVING ROOM 
samples, Promotion Portfolio and full details. 





ROOM DIVIDER 


: d 
tion package an 
cr = oe oe oe —_ Send me FREE samples, sapien Upson Striated 


tl details of your Big Promotion 4 
U ap ©) he Board. as 1 


THE PROFIT LINE Name 
Vv Position <<< te___—_— 


Upson Point, Lockport, New York ais Lee -~ — a oe oe ace 
Daal 
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“MISS SWIMMING POOL" herself, Esther Williams helped 
Coman Lumber Co., Durham, N. C., start pool sales program. 
As good a salesman as she is a swimmer, Miss Williams helped 
signed up three poo! jobs, obtained many good sales leads 


Pools Cause Sales Splash 


More dealers getting their feet wet in unusual sideline More than 53,000 residential swim 


| Il thei ; ming pools will be built this year, 
Here are some pros and cons. Dealers tell their experiences predicis Swimming Pool Age, trad 


journal of the industry. This compares 
with 30,500 units in 1957 and 22,000 
in 1956. 


Authorized Dealer z 3 Except in California, the pool build- 


ers areesmall businessmen, each build- 

£ esse a ing from 10 to 60 pools each year 
sther Williams ~ The trend is toward lower-priced pools 
The average selling price last year 


Swimming Pools was $3,700. Nine out of 10 pools built 


last year were 20'x40’ or smaller. 


Accessory items that offer an op- 
portunity for plus sales by retail lum- 
her dealers include the following: pre- 
fabricated cabanas, screen houses 
awnings, umbrellas and fences. 


Newspaper advertisements indicate 
that more and more lumber dealers 
are selling swimming pools. Is it good 
business? You'll get “yes” and “no” 
answers from dealers who are trying 
it 


“There’s a good profit potential in 
swimming pools,” says Harold Hender- 
long, Henderlong Lumber Co., Crown 

MINIATURE POOL Point, Ind. (pop. 6,000). “When we 
is point-of-sale aid sell a pool the total sale includes 
at Illinois Builders more than the pool alone. Before 
Material Co., Ro- we're done we’ve sold concrete work, 
anoke, Ill. steps, drain lines, perhaps some fenc- 














HAROLD HENDERLONG, Crown Point, 
Ind., lumberman, inspects swimming pool 
he sold in 1957. Including labor and ac- 
cessories, this ‘big ticket'’ totalled 
$5,500. 


ing, shelter house and so on—and the 
price may run up to $5,500 or more. 
On this sale, our gross profit will be 
about $1,200 on materials and labor.” 

Henderlong sold six pools during 
the season last year. This year he 
hasn’t any jobs under way as yet, but 
admits having two or three very good 
prospects. 

“We're aiming at four or five 
swimming pool sales this year,” Hen- 
derlong added. “One of these is to a 
man to whom we sold a good-sized 
remodeling job last year. Others prob- 
ably will be sold to owners of new 
homes in this area.” 

Does own contracting. Henderlong 
Lumber Co. has done its own con- 
tracting for many years, in addition 
to operating a ready-mix concrete 
plant. 

“You need to do your own con- 
tracting to make swimming pools a 
good deal,” Henderlong told American 
Lumberman. “The installation of the 
pool is the gambling part of it, and 
the installer stands to make real mon- 
ey if he is skilled in construction.” 
‘Swimming pools fit nicely into 
Henderlong’s operation. He concen- 
trates on selling complete packages. 
The firm has well-developed building 
sites available, will sell a man a good 
building lot, help him plan the house 
arrange financing, build the house, do 
plumbing, heating and electrical work, 





Equipment for Residential 
Pools* (1957) 


99.6% included filters (36% sand, 63% 
diatomite) 

96.3% included underwater lights 

92.8% included ladders (slight decrease from 
*56) 

68.7% included diving boards (considerable de- 
crease, reflecting greater number of 
smaller pools) 

52.2% included vacuum cleaners 

35.5% included water heaters 

35% included fencing (a marked increase) 

8.6% included pool covers 

5.6% included merchanical hypochlorinators 

Continuing a trend apparent for several years, 
more than 72% were built of pneumatically 
applied concrete (67% in 1956); 11% were 
poured concrete; 13.6% were vinyl or nylon 
liner; 3.2% were fiber gloss, steel, aluminum 

and other types. Plastic pipe wos used on 34%, 

of the 1957 residential pools. 

*Source: Swimming Pool Age 
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even the landscaping, and deliver a 
finished “key-in-lock” job. 

Seasonal item. George Moore, G. 
B. Moore Lumber Co., Ayer, Mass., 
currently is somewhat disenchanted 
with swimming pools. 

“In our area you can’t sell swim- 
ming pools in the winter and _ this 
past winter has been tough,” he said. 
“Here in New England, even with 
favorable weather, people just aren't 
thinking about swimming pools in the 
fall and then winter shuts down build- 
ing. 

“When we 
franchise for swimming 
summer, we thought of doing our 
own construction work, but we still 
can’t see enough business in this area 
to warrant it. 

“As a demonstration, we put in a 
pool at cost at a daily fee golf club 
here; we haven't had enough good 
weather to know how good that move 
will be for us, although the club is 
getting a lot of interest in it.” 


distributor 
pools last 


took on a 


Seeks a pattern. “Last year we sold 
eight pools,” said Arnold Tebussek, 
sales manager, Lyon Lumber Co., 
Decatur, Ill. (pop. 66,000). “But we 
were trying to be both distributor and 
dealer-installer and we found that 
didn’t work. We’d rather be the dis- 
tributor and sell pools to dealer- 
installers. From our experience last 
year we decided we'd have to be one 
or the other.” 

For installation of pools in 1957, 
Lyon Lumber Co. had an agreement 
with a contractor for _ installation, 
splitting the profits on the jobs, but 
that didn’t work. 


Ready-mix aids sales. At Roanoke, 
Ill. (pop. 1,400), Illinois Builders Ma- 
terial Co. operates a concrete ready- 
mix plant in addition to the lumber- 
yard. 

“We expect the ready-mix plant to 
help us handle the entire swimming 
pool job at a better profit,” said man- 
ager E. M. Bertchie, who hopes to 
sell wealthy gentlemen farmers in the 
central Illinois area. “We plan to push 
an 18’x36’ pool, selling for about 
$4,000.” 


Promotions that sell. City Lumber 
& Supply Co., Rockford, Ill. (pop. 
105,000), uses newspaper and TV ad- 
vertising to sell pools. In 1957 the 
firm sold seven. Most popular size 
was 12’x27’, priced at $1,495. Their 
20’x40’ pool brings $3,495. 

“There’s a profit of $400 on the 
smallest pool,” said Robert L. Logan, 
who actively pushes City Lumber’s 
swimming pool sales. 

This makes a nice package for the 
lumber dealer who can handle the 
labor end of the contract as City 
Lumber does. Materials used include 
treated redwood, liner, concrete, fre- 
quently a patio and fence. City Lum- 
ber guarantees its pools for five years 


Uses local home show. Last spring 
City Lumber displayed a scale model 
swimming pool at its Rockford home 
show booth; prospects were taken out 


CITY LUMBER 
ALL WAYS 


— FIRST — : 


With Low Cost 
Swimming 
Pool 


FIRST WITH LOW COST 
HOME ICE 
SKATING RINK 


Make your back yard a wintertime family spot. 
Healthy, safe winter exercise for the whole family. 








Complete material and instructions. 


DOUBLE-PURPOSE POOL is emphasized 
in ads run by City Lumber & Supply Co., 
Rockford, Ill. 


to view a full-size pool which was 
being staked out for a customer. 

A promotional leaflet created by 
City Lumber for distribution to pros- 
pects stresses the theme, “Enjoy a mil- 
lionaire’s Juxury on a workman’s sal- 
ary”. 

“Miss Swimming Pool” helps deal- 
er. Coman Lumber Co., Durham, 
N. C. (pop. 71,000), opened their 
swimming pool division this spring 
with a promotional push featuring 
the personal appearance of Esther 
Williams who is president of a major 
swimming pool manufacturing com- 
pany. She visited the Coman show- 
room for a TV, radio and press party 


Swimming Pool Data and Sales 
Aids for Lumber Dealers 


“The Esther Williams Home Swim- 
ming Pool’, eight-page full-color bro- 
chure outlining customer sales points, de- 
tails of design, accessories and special 
equipment. Write International Swimming 
Pool Corp., Dept. AL, 15 Court St., 
White Plains, N. Y. 


“All About Swimming Pools’, Basic in- 
formation on construction and properties 
of all types of backyard swimming pools; 
tells about the four major types, advan- 
tages and disadvantages of each type, ap- 
proximate first cost and maintenance cost 
of each type, which are suitable for do-it- 
yourself construction and which for 
skilled installation. Price $1. Available 
from Dept. AL, Cascade Pools Division, 
Buster Crabbe, executive director, 811 
State Highway #33, Trenton 9, N. J. 


“Swimming Pool Age’, monthly trade 
journal in the field. Also issues annual 
“Swimming pool data and reference 
book”. For sample copy, write Dept. AL, 
Swimming Pool Age., 425 - 4th Ave., 
New York 16, N. Y. 


“Assessing Home Swimming Pools’, 
an eight-page report on the methods 
used by taxing bodies in assessing swim- 
ming pools, together with data on fre- 
quency and type of local, county and 
State regulations governing swimming 
pools. Write Dept. AL, National Swim- 
ming Pool Institute, Harvard State Bank 
Building, Harvard, III. 
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JIM WISEMAN, president & manager, Wood-Freeman Lumber “GOOD AFTERNOON to each one of you! This is Jack Wise- 
Co., Searcy, Ark., carries a battery-operated Dictet Recorder man of the Wood-Freeman Lumber Co., your home of Truscon 
with him in his car when making outside calls. He finds it Steel Windows, bringing you program No. 2066 of the Wood- 


a great timesaver in filling orders and a speedy way to record Freeman Local News.’ 
manager, announces the 5-minute program from the store 


news items for his radio program. 


' Jack, who is Jim's son and assistant 


Mondays through Saturdays at 12:15. 


Small-Town Advertising 


Here are the secrets of a successful advertising program told 
by an Arkansas dealer, who budgets 142% of gross sales among 
five media. 





Sample Wood-Freeman Broadcast 


Gerald H. Long is taking a job at Ingalls Shipyard in Pasagona, Miss. He wants to sell 
his 85-acre farm before he leaves. This farm is located in the Honey Hill Community and 
has a 5-room modern house and good pasture, with some timber and pulp wood and land 
under an oil lease. Mr. Long says that he is willing to sell this house at a bargain if he 
can sell it before he has to leave. If you are interested, please contact him, Route #3, 
Searcy. 


* * 


All those interested in the Roosevelt Cemetery are urged to send a donation to help 
purchase a mower for the cemetery. You can send this donation to J. W. Singleton, Step 
Rock, Ark. 


* * * 


There will be a ‘Womanless Wedding’ tonight at 7:30 at the Garner Gymnasium. Every- 
one is invited to come and see this hilarious entertainment that features 40 Garner men. 
The affair is being sponsored by the Garner PTA. 


* * * 

The third Sunday Singing will meet tomorrow afternoon at 1:30 at the Antioch Church 
Jack Pruitt, the chairman, extends a cordial invitation to all singers and lovers of good 
gospel music to be on hand. 

* * * 

There will be a working at the Picken’s Chapel Cemetery today. If you can make the 

arrangements at all, come on out this afternoon and help with this work. 
* * * 


Mr. and Mrs. Glenn Capps of Step Rock are the proud parents of a baby son, born this 
morning in a Searcy hospital. The young man tipped the scales at 7 pounds, 9 ounces 











“Tell your story often and tell it to 
as many people as possible.” That’s the 
best way to get the maximum return 
from your advertising campaign, says 
Jim Wiseman, president & manager, 
Wood-Freeman Lumber Co., Searcy, 
Ark. And Jim ought to know. Through 
a diversified ad program, one that cov- 
ers the outfield as well as home plate, 
he has been knocking home runs stead- 
ily in sales for 15 years. 

This year he will spend $9,000, or 
142% of his total gross, to tell the 
40,000 farmers and semi-farmers in 
his market area why “they owe it to 
themselves to stop in at Wood-Free- 
man Lumber Co. and discuss their 
building material needs before they 
build or remodel.” To do this, Jim is 
spreading his ad appropriation among 
five media. 

Media Allocation 
1. Newspaper ads 25% 
2. Radio program 25% 
3. Road signs, billboards, 
misc. 25% 
4. Direct mail 1S% 
5. Theatre colorfilm 10% 

Proof that Jim’s ad program is pay- 
ing off is found in the rapid growth in 
his firm’s sales in recent years. When 
he joined Wood-Freeman in 1943, the 
firm’s annual gross sales were $48,- 
999.78. The next year, under his di- 
rection, sales jumped to $76,305.48; 
last year they were $615,000 and this 
year they will be approximately $700, - 
000. Jim is shooting for $1 million an- 
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The Dealer, 
His Yard and Town... . 

James H. (Jim) Wiseman, 59, is presi- 
dent & manager of the 28-year-old 
Wood-Freeman Lumber Co., Searcy, 
Ark. His son, Jack, is assistant man- 
ager. When Jim joined the firm in 
1943, it was his first venture into the 
retail lumberyard business. His family 
now owns 80% of the firm. Jim pre- 
viously was with FHA in Little Rock. 

His yard is located in the heart of 
a town in rural north central Arkansas 
with a population of 6,000. It also is 
the county seat of White County and 
home of Harding College. There is 
little talk of recession among the 40,- 
000 people in his trading radius of 25 
miles. Jim credits the area's varied in- 
dustry and diversified farm produce. 
There are three manufacturing plants 
in Searcy; one makes business ma- 
chines; another produces rollers for 
printing presses; there is also a shoe 
factory. His customers grow strawber- 
ries, cotton, some rice and raise live- 
stock and poultry. 

In Jim's market area there are 11 
competitive yards and lapping into 
his territory some 5 or 10 miles on the 
outer edge are 12 more yards. Jim 
actually is in daily competition with 23 
retail lumberyards. 











nual volume by 1961 and the recent 
rapid rise in his sales indicates this 
goal will be reached. Sales for this 
year are 40% ahead of last year. 


The Wood-Freeman Lumber Co. is 
a one-stop yard. The firm develops 
land (it presently owns 100 city lots 
in Searcy), sells to builders, sells pack- 
age remodeling and materials to do-it- 
yourselfers and then backs it all up 
with complete lines—from paint to 
plumbing, lumber to light fixtures. 


Jim has trained each of his 20 em- 
ployes to sell on quality and service, 
not price, and to give the customer the 
type of material best fitted for his 
needs. Most of his employes are active 
in civic and religious activities, some 
are qualified speakers and they often 
are called upon to fill speaking en- 
gagements. 


Radio programs. But the communi- 
ty service that has built the most good- 
will for his firm is the radio show an- 
nounced by Jim’s son, Jack, Mondays 
through Saturdays, at 12:15 over Sta- 
tion KWCB. The program mixes sales 
plugs about building materials sold by 
the firm with announcements of local 
births, deaths, social events and weath- 
er reports. Jim’s customers phone, 
mail and stop by to hand him news 
items they want aired. 


Newspaper ads. “Any improvement 
in your home is like putting money in 
the bank. Every dollar so spent will 
add more than a dollar to the value of 
your home,” he tells his customers in 
2-column newspaper ads appearing on 
a regular schedule in the Searcy Daily 
Citizen, which reaches 2,000 families. 
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POPULAR SPEAKER at PTA meetings and women's clubs in Wood-Freeman's trading 
radius is Mrs. Esther Smith (right), manager of the paint & wallpaper department. A 
qualified home decorator, she tells groups how to decorate, what colors to use, 
what materials to buy. Here she helps housewife-customer Mrs. Frances Bizzell to 


select wallpaper for her new home. 


Jim relies on these rules when prepar- 
ing his newspaper advertising. 

e Change the ad message daily. 

e Make the ad sound like you are talk- 
ing. 

e Always use brand names. 

e Include the price of materials, other- 
wise, you cut your chances of a sale 
in half. 

© Don’t be bashful. Put a demand for 
action at the bottom of your ad and in- 
vite prospects to come in and talk it 
over, now! 

Jim also advertises via a two-min- 
ute colorfilm, which is shown seven 
days a week at the Rialto Theater in 
Searcy. Supplied by the Alexander 
Film Co., Colorado Springs, Colo., the 
script plugs roofing, plumbing, other 
supplies sold by Wood-Freeman. Jim 
changes the film every week. He also 
maintains a list of 6,000 names for 
mailings every three months. 

As Jim’s customers enter Searcy on 
the four highways leading into the city 
limits, they are reminded by attractive 
road signs and billboards to stop in at 
Wood-Freeman, “where your home 
begins.” His meteoric rise in sales re- 
cently proves that his customers are 
doing just that. 


THIS 2-COLUMN AD is typical of those 
used by Wood-Freeman Lumber Co. on 
a regular schedule in the Searcy Daily 
Citizen. The lumber firm changes the 
ad message each day. 
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when you modernize 
vour HOME 


No Money Down... 36 Months to Pay 
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See us now for full details 
on Home Modernizctica 
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ALAN KNOX, owner of lakeside Lumber Co., Oswego, Ore., shows the ease with 
which a fast, accurate cut is made in plywood by his new saw. Saw rises from bot- 
tom to top when toe control is pressed. Knox has hand on saw guard behind which 
saw operates. Saw will not turn until a panel is placed in correct cutting position. 


A 
Special 


TO OVERHEAD DOOR MARKETERS! 


The Ambassa-dor Co. — Specialists in the manufacture 
of top quality hardware and track for overhead doors — 
offers a complete line of deluxe hardware and acces- 
sories at attractively low prices. 

Galvanized "'SLANT-RITE" track construction provides 
a tight seal when door is closed yet eliminates “'rub- 
bing’ in operation. Requires only 9'' Headroom. 

_ Rollers are heavy gauge, double tire, steel ball bear- 
ing, grease pre-packed and lifetime lubricated. Guaran- 
teed for five years. 

Oil tempered helically wound steel extension springs 
calibrated to your door weight requirements. 

Sheaves: galvanized with greased packed ball-bearings 
for longer life 

Cable: aircraft, galvanized (10 to 1 safety factor). 

Hinges: Sturdy 8'', 12 gauge hollow pin rivet hinges, 
galvanized ond graduated for easy operation. 

Corner bracket: heavy steel crow-foot type, designed 
to tie in bottom rail and end stiles and strengthen 
against joint separation — remove strain from bolts. 

Hardware packed in individual plain cartons to re- 
ceive your label or identification. Your own instruction 
sheet can be included in cartons or a ‘'nevtral"’ sheet if 
desired. 

Special applications available for low headroom, tor- 
sion spring, commercial, industrial or service station in- 
stallations. Write for information regarding electric or 
radio controlled operators and other accessories. 

For complete information and prices, indicate quanti- 
ties you can use . . . include with your inquiry an order 
to ship you a sample set. . . full refund if returned. 














AMBASSA-DOR CO. 


MANUFACTURERS OF OVERHEAD DOOR HARDWARE 
— FOR OVER 17 YEARS 


P. 0. Box 598, Malvern, Penna., Telephone: Malvern 4659 


Special Cuts 


New equipment ups cus- 


tom-cutting profits for dealer. 


“We'll pay for our new plywood saw 
in six months,” predicted Alan Knox, 
Lakeside Lumber Co., Oswego, Ore. 
“We are getting a 50% markup on our 
retail plywood cut to size and our 
price book makes an allowance for 
waste, [oo. 

“Our new equipment has enabled us 
to boost our special cutting sales about 
70%,” added Knox, “and these 
amount to a full 25% of our total 
plywood sales. Saturday, especially 
the saw is going from morning to 
night.” 

Knox outlined the advantages of his 
customer-service equipment: 


1. Speeds panel cutting, reducing 
the cost of the clerk’s time in 
serving the customer. 
Customers are impressed by the 
speedy service and fast price quo 
tations On special size panels. 

“We used to have our cut-to-size 

orders handled in our cabinet shop,” 
explained Knox. “This was _ costly, 
time-consuming business, so we ruled 
that special cuts couldn't be made 
while the customer waited. He had to 
give us the order and come back later. 
Lakeside Lumber features custom- 
cutting in its newspaper advertising, 
making use of ad mats supplied by the 
tool manufacturer.” 


DEALER POINTERS 
a 


“PLUS” SALES in ceilings business in- 
clude stapling guns and staples, chalk 
lines, furring strips and moldings, ham 
mers, measuring tapes and fine-tooth 
saws, as displayed at Silver Springs (Md.} 
Building Supply Co. 
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Rectangular Louver 

Ventilators. Most commonly 
installed on gables. Available 

in flush or self-casing designs for 
us 1 any type of construction. 
Insect screen. Available in sizes 
from 8” x 8” to 24” x 30”. Gal 
vanized steel or aluminum 


Under-Eaves Louver Ventilators, installed 
on the under-side of over-hanging eaves, 
Finned louvers deflect rain and snow, 
without obstructing air circulation. Three 
sizes: 4” x 16”, 6” x 16”, 8” x 16”. Gal 


= Bh oNew! A broader line of 


“= 


~ Profit-makers! 


Milcor Louver Ventilators 
of steel and aluminum 


Now Milcor has a complete line of 
ventilators to meet every job requirement 
— stationary rectangular louvers, 
under-eaves louvers, triangular louvers 
and new Milcor Roof Louvers. 

Milcor Louver Ventilators build 
good will for you — the Inland name 
stands behind the quality of each 
product. Write for price list today. 


Making good products better 
through constant improvement 


MILCO 


ELS OEE 


INLAND STEEL PRODUCTS COMPANY 


Dept. E, 4029 WEST BURNHAM STREET © MILWAUKEE 1, WISCONSIN ¢ artLANTA ¢ BALTIMORE 


CLEVELAND e DALLAS © DENVER @ DETROIT @ KANSAS CITY 


Steel 
family @ BUFFALO ee CHICAGO e Ci? 


@ LOS ANGELES @ MILWAUKEE @ MINNEAPOLIS e NEW ORLEANS e NEW YORK e ST. LOUIS, cPe-16 
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What's New in Pools 


Swimming Hole Comes of Age 


Not too many years ago, a swimming 
pool constructed in the backyard of an 
average home cost around $9,000 and 
most of these were in California. But 
today, Lancer Industries offers a com- 
pletely installed 15’ x 28’ swimming pool 
for only $995, including erection in any 
section of the country. The Lancer pool 
is constructed of fiberglass, made in sec- 
tions, each of which is so light it may be 
easily handled by three men, it is said. 
It is estimated that total installation time 
takes no more than seven’ working 
days, from start to finish. A choice of 
several colors is available and each pool 
is guaranteed in writing by the factory to 


perform satisfactorily for 10 years. Lancer 


Industries, Dept. AL, 22 Jericho Turn- 
pike, Mineola, L.I., N.Y. 
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Prefab Swim Pools in Many Sizes 


Three shapes in many sizes of new 
laminated fiberglass swimming pools are 
now being produced by the Wayne Fi- 
berglas Div. The pools are built in pre- 
fabricated sections for assembly at the 
pool site. Triple-laminated fiberglass ma- 
terials are impregnated with polyester 
resin and permanently finished with a 
coating of Glidden weather-tested poly- 
ester-gel coating. Shapes include a rec- 
tangular pool 15’ wide x 30’ or 35’ long 
and of 3’ to 7’ depth; a long, oval-end 
pool with a square shallow end and a 
long, elliptical pool with one shallow and 
one deep end. Wayne Fiberglas Div., 
Dept. AL, 1427 Burgess St., Fort 
Wayne, Ind. 
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Rubber Base Pool Enamel 


A new pool enamel, called Carousel 
Aquacade, combines the qualities of 
100% chlorinated rubber with those of 
resins to produce an extraordinarily dur- 
able finish. It may be used where a 
conventional oil or synthetic resin finish 
would rapidly deteriorate since it 1s 
highly resistant to chemically corrosive 
conditions, says maker. Ideal for out 
door or indoor pools, Carousel Aqua- 
cade is said to be resistant to water, 
weather, acids, chemicals added to the 
pool water and to the alkali present in 
pool concrete. Available in six colors 
and white, it may be applied by brush 
or roller. Standard-Toch Chemicals, Inc., 
Dept. AL, 2600 Richmond Terrace, 
Staten Island 3, N.Y 
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Circle Top Door 
Called the Colonial, a new 
circle top storm-screen door 
has’ telescoping channel, 
which can be adjusted to fit 
it to any doorway with circle 
arch from 32” to 36” wide. 
Alsco, Inc., Dept. AL, 225 
S. Forge St., Akron, O 
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Paint Pail Holder 

New Lock-on_ holder 
clamps pail firmly to side of 
ladder and puts it in easy 
reach of painter, also serves 
as an easy-grip handle for 
carrying pail. Lockhart Mfg. 
Co., Dept. AL, 6350 E. Da- 
vison Ave., Detroit 12 
Circle No. 205 on Coupon, page 72 


Blade Sharpener 

A sharpening stone acces- 
sory for its power mowers is 
building sales, says maker. 
The new disc also may be 
used to sharpen shop and 
garden tools. Fox Howard 
Corp., Dept. AL, 1030 W. 
North Ave., Chicago. 
Circle No. 206 on Coupon, page 72 
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Wall Shelf Brackets 

Out of the closet and onto 
the walls of any room is the 
place for these attractive 
wall shelves. Sturdy and 
functional, the shelf bracket 
is available in several finish- 
es. Eze-Hang Mfg., Dept 
AL, Port Washington, Wis. 
Circle No. 207 on Coupon, page 72 
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No-Mar Hammer Cap 


A molded rubber cap called No-Mar 
Hammer Cap converts any standard claw 
hammer (13-16 ounces) to permit ham- 
mering of wood, plastic and metal with- 
out marring the finish. Ideal for those 
special jobs such as pounding a piece 
of highly finished wood inlay into a tight 
corner, says maker. Packed 12 to the 
carton. Durkee-Atwood Co., Dept. AL, 
215 N. E. 7th St., Minneapolis, Minn 
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Folding Picnic Table 


Called Bar-B-Nic, a new picnic table 
folds flat for winter storage in just 60 
seconds. Bar-B-Nic is made to order for 
outdoor charcoal broiler, barbecue meals 
and it is equally useful in the amuse- 
ment room. It can be moved on its tubu 
lar supports like a sled. Kit contains com- 
plete hardware, including welded, high 
carbon steel tubing, screws and fittings, 
ready for easy assembly. Lumber cut to 
size can be supplied by the dealer. Ol 
son Mfg. Co., Dept. AL, Albert Lea, 
Minn. 
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Plastic General Purpose Cover 


A new low-priced, precut polyethylene 
cover, 9’ x 12’, is being sold under the 
trade name, Jiffy-Cover. Designed pri- 
marily as a painter’s drop cloth, Jiffy- 
Cover also is ideal for rain capes, appli- 
ance covers, frost protectors, etc. 
Individually packaged in an attractive 
two-color box, Jiffy-Cover comes one 
dozen in a compact counter merchandis- 
er. Warp Bros., Dept. AL, 1104 N. Cice- 
ro Ave., Chicago 51, Ill. 
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Toplite Works with the Sun 


A new low-cost, sun-controlling, solar 
heat reducing glass roof panel designed 
for residential use keeps the living room 
of a home flooded with uniform, diffused 
light all year ‘round. Known as 2 x 2 
loplite (four prismatic glass units set in 
an aluminum frame measuring approxi- 
mately 2’ x 2’), the new skylight sys- 
tem is a prefabricated, individually pack- 
aged unit delivered to the job-site ready 
for immediate installation into prepared 
roof openings. Easy and quick installa- 
tion is provided by flange-perimeter con- 
struction. Kimble Glass Co., Sub. of 
Owens-Illinois Glass Co., Dept. AL, 
Poledo 1, Ohio. 
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WaeT 
PONDEROSA PINE 


TW&J Ponderosa Pine 
is high altitude, 

old growth, 

finest quality 

stock suitable 

for millwork 
manufacturing, 
residential 
construction 

and industrial use. 


A 


THOROUGHLY KILWDRIED TW&J 
Ponderos4@ Pine is pg@tision manufactured 
from 4/4 througW8/4 and stored in large 
sheds for yegfaround delivery. 


oo 


One of ‘Mew. largest producers of Ponderosa 
Pine with 10 mills in the heart of the High Sierra 
Ponderosa Pine belt to serve you. 


Tanrer.Wesster & Jounson. Ine. 


P.O. BOX 3498 
San Francisco 19, California Wea} 
PRospect 6-4200 Teletype SF 211 
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Introduces All-Wood Folding Door 


A new all-wood folding door by Modernfold features 6” wide 
panels made of choice veneers laminated to a solid core. Called 
the Woodmaster line, the new wood folding doors are available 
in a variety of popular veneers and in sizes to fit both standard 
and custom openings. The doors open and close entirely within 
the doorway and are ideal for use in living rooms, dens, family 
reoms, recreation rooms, on closets ‘or anywhere that the con- 
venience and space-saving advantages of folding doors in hand- 
some wood are desired, maker says. Nylon trolleys—four at 
the top of the lead post, two at the top of every other full panel 

carry the door effortlessly in a steel headtrack. No floor track 
is required. New Castle Products, Inc., Dept. AL, New Castle, 


Ind 
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Re-Roofing System 

A new cold process built-up roofing 
method is said to cut re-roofing applica- 
tion costs. This method, called the Vulca- 
Dek Re-Roofing System, vulcanizes a new 
roof right over and to the old roof surface. 
The system is based on the performance 
of a liquid static asphalt called Hold-Tite 
Sealing Compound. The special, long- 
lasting, heavy-duty Vulca-Dek 53-pound 
Felt (pictured above) is being imbedded 
in Hold-Tite. Single or multiple ply Vul- 
ca-Dek constructions and the old roof 
surface are bonded together with such 
tenacity by this sealant that the roofing 
felts will tear before the Hold-Tite bond 
separates, maker says. The Monroe Co., 
Dept. AL, 10703 Quebec Ave., Cleve- 
land 6, Ohio. 
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New Line of Concrete Forms 
Four new concrete forms—two tex- 
tured and two smooth-faced—are an- 
nounced. The new faces give the manu- 
facturer a total of five differently faced 
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panels, each of which can be exploited 
for a different function in concrete fin- 
ishing. They are: Formtex (pictured 
here), for grooved or groove-patterned 
exteriors; Surf-Form, for decorative pat- 
terned surfaces; Weldwood High Dens- 
ity, for up to 200 reuses; Plyform, for up 
to 50 reuses and Smooth-Form, for max- 
imum economy. Use of Formtex elim- 
inates the need for expensive sack and 
rub treatment. Necessity only to patch 
and tie rod holes and occasional honey- 
comb spots will save approximately 10¢ 
a foot in finishing costs, it is said. U. S 
Plywood Corp., Dept. AL, 55 W. 44th 
St., New York 36, N. Y. 
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Announces New Building Panel 


Forest 4%”, a new building panel, now 
is being introduced in ¥%” thickness. Ad- 
vantages include pre-weatherproofing, ex- 
treme durability, superb workability and 
extra thickness, says maker. The new 
material is sealed and temper-treated, de- 
signed specifically for exterior uses such 
as panel siding, breezeways, feature walls, 
soffits and also decorative interior pan- 
eling. Lightweight panels as long as 16’ 
long x 4’ wide with plain or shiplap 
joints can be applied easily by do-it- 
yourselfers, it is said. Available with dec- 
orative groove designs on 4”, 8” or ran- 
dom centers. Forest Fiber Products Co., 
Dept. AL, P. O. Box 68-P, Forest Grove, 
Ore. 
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Sani Tub-Seal 

A new vinyl plastic sealing strip for 
eliminating those ugly cracks and make- 
shift patches where the wall and bathtub 
meet is announced. Called Sani Tub-Seal, 
the strip is porcelain-white, pre-shaped to 
form a right angle, %%” wide, and thick 
enough to maintain this shape as long as 
the wall and tub last, says maker. It 
comes in a colorful kit, 7/42” by 4%” x 
%”, which contains 15’ of Sani Tub 
Seal, cement in handy applicator tube 
and easy-to-follow illustrated instructions. 
Sani Tub-Seal is porcelain-white at all 
times and will not crack or chip, it is 
said. Cass Products Co., Dept. AL, 6127 
N. Cicero Ave., Chicago 46, II. 
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Repairs Window Sills 
Called Magna-Bond Putty X, its uses 
range from the restoration and repair 
of badly rotted out window sills to spot 
repair of metal surfaces, such as oil stor- 
age and petroleum tanks. Window sills 
repaired and painted over with Magna- 
Bond Putty X give the appearance and 
(continued on page 60) 
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SASH LOCK... 


@ Stops Rattles 
@ Stops Drafts 


@ Stops Burglars 


Different PAINT AREAS 
CALL FOR Different PAINTS 


Actually the lady makes sense. She wants a water- 
emulsion paint for the big wall areas... it’s a 
natural for such jobs. But she remembers that a 


semi-gloss soils less easily, cleans perfectly. 


So make money the easy Kyanize way. . . give her 
what she wants in the perfect pair of paints, Kyanize 


: >lastic C ‘-Spree < anize -Shee amel, 

No. 4 Cam-Tite Sash Lock . . . Modern styling—easy Plastic Color-Spree and Kyanize Lo-Sheen Enamel 

sweeping lines. Cam-Tite has a positive, direct pull, locking yr with a Kyanize Franchise 

the sash securely without side thrust. Made in wrought brass kk oe h in 6 - 

and steel in standard finishes. you get the repeats, too: 
Kyanize Plastic 


No. 29 Sash Lift . . . Engineered for strength—designed tor <a =F Cseediidie 
len aint odorless, 30- 


beauty and utility. Accentuating simple lines and freedom ~\ Kyanize ret Arastenensthgy en santana 0 
V 1 an ecuiahilined neitack 4g ak ak 


from sharp corners. The slight incline to the Lift permits a Plastic next 
sure finger grip. Made in wrought brass and steel in stand- pre ae Ce pn ewe 
ard finishes. No. 29 is an ideal companion to the Ives new as the special working qualities painters dream 
No. 4 Cam-Tite Sash Lock. |. tasy ro-use watt de chihee feast te han Sas Rael 


hout drag it stays 
Kyanize Lo-Sheen 
No. 4 Counter Demonstrator en | | F Enamel 
- Displaying both the new ey W tered sn ching Plestic Cole Spree, 
. ~y 2 | Kyanize Sheen amel is the ideal finish fc 
No. 4 Cam-Tite Sash Lock and —— i | seedwork, walls, and any surfaces that require 
the No. 29 Sash Lift. f 4 re | &; v4 | repeated cleanings 
: (eae { naar” ' Lo-Sheen is a tough hard alkyd enamel for tough- 
806 fate use applications. Its sen loss finish has a soft 
low “candlelight” sheen. Lo-Sheen is self-smooth- 
ing, chip-proof, and scrubbable. 











8” high—6” x 34” counter space. 


we 
THE H. B. IVES COMPANY Kyanize PAINTS, INC. 


NEW HAVEN, CONN. 


EVERETT 49, MASS. « SPRINGFIELD, ILL. » MONTREAL, CANADA 
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have the permanent qualities of window 
sills of aluminum, it is said. It is easily 
applied by brush or trowel to first fill 
and level off deep holes and rotted-out 
areas. Then by using Magna-Bond Sol- 
vent 456, Putty X is easily thinned out 
to provide for brush-coating or spraying. 
It is self leveling and will eliminate all 
brush marks. og: Bond, Inc., Dept. 
AL, 1718 S. 6th St., Camden, N_J. 
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Low-Cost, Steel Garage Door 


A new low-cost, all-steel sectional ga- 
rage door for both commercial and resi- 
dential installations is known as the Tay- 
lor Made Instamatic Garage Door. The 
new door is made up of six interlocking 


sections of heavy gauge steel. This fea- 
ture is said to form a very tight seal be- 
tween the sections, eliminate all hinges 
and speed installation. Activating force 
is a pair of heavy-duty, easy-to-adjust 
steel springs that provide instamatic ac 
tion when door latch is released. Door is 
available in all sizes up to 10’ in height 
Taylor Made Garage Doors, Inc., Dept 
AL, 19800 Fitzpatrick, Detroit 28, Mich. 
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Tubular Railing 


A new tubular railing made of plastic 
with glass fiber reinforcement is said to 
be especially adaptable for interior use 
in office buildings, schools and hospitals 
and for exterior use around playgrounds, 
parks and factories. The railing, maker 
says, is as strong as steel, highly corrosion 
resistant and can be made in a variety of 
colors. The railing is available in hollow 
circular sections 2” to 12” in diameter 
and in lengths up to 20’. It never needs 


PRINGS the thing 
+The KING'S 
GATEWAY 


week-end or a full vacation 
this leneetans year around resort 


Enjoy 


at 


EVERYTHING TO DO 


Swimnung and all water sports 
Fishing @ 


Tennis @ 


(in season) 


Riding @ 
Badminton ® 
and Trap Shooting ® 


® Boating ® 
Cycling @ Golf @ 

Archery ®@ Skeet 
sowling © Hunting 
@® Organized recreation 


EASY TO REACH 
On US. 45 on the Wisconsin-Upper Michigan Border 


at Land O' 
offers Pullman 


from Chicago & Milwaukee 
Milwaukee and the Twin Cities. King’s 
Land O° Lakes Municipal 
Hanger space is available 


tween Chicago, 


Write for 
information or 
reservations 


HOTEL 
and INN 


Lakes 
Service to Land O' Lakes 


MUSIC © DANCING ® 


Chicago & North Western R.R. 
overnight 
Daily airline service be 


Airport adjoins the Hotel 


ENTERTAINMENT 


Land O'Lakes 


WISCONSIN 
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painting, says maker. L. O. F. Glass 
Fibers Co., Dept. AL, 1810 Madison 
Ave., Toledo 1, Ohio. 


Circle No. 219 on Coupon, page 72 





New Styles in Window Screens 


I'wo completely new housing styles of 
Screen-o-matic window screens make it 
possible to screen all types of wood win- 
dows, announces maker. One model 
screens casement and awning type win- 
dows; another model is made for double- 
hung windows. Roll-away Screen-o-matic 
window screens eliminate old-fashioned 
screen handling, storage and mainte 
nance problems. The screening rolls up 
when the window is closed, making win- 
dow washing easy. Specially designed 
units also are manufactured for storm 
and prime window manufacturers. The 
units are designed to be built into and 
are operated with the storm or prime 
windows. Lockhart Mfg. Co., Dept. AL, 
6350 E. Davison Ave., Detroit 12, Mich. 

Circle No. 220 on Coupon, page 72 


Rain-Carrying Equipment 


New aluminum rain-carrying equip- 
ment, developed and marketed by Alcoa, 
is said to offer the homeowner attractive 
design and maintenance freedom with a 
minimum of installation problems. A sim- 
ple hand tool blind rivets all joints. Leak- 
age is prevented by a specially developed 
gutterseal. The aluminum _rain- carrying 
system is available in two styles—the 
ogee type, with a distinctively shaped 
front bead and the half-round shape. Al- 
coa’s new product for both original and 
replacement installations is formed from 
heavy gauge (.032”) Alclad sheet. The 
high strength alloy is said to give the 
new equipment greater strength and rig- 
idity. Aluminum Co. of America, Dept. 
AL, 1501 Alcoa Bldg., Pittsburgh 19, 
Penna. 
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Sell two big markets 


WITH 


Now in Our 60% Year 


Adjustable Shelf Hardware 


You consistently sell two profitable markets when 
you stock K-V shelf standards and brackets. 
Builders know the important influence these qual- 
ity K-V finishing touches have on sales. And the 
“Not at all, Miss Spinsterly! Nothing’s do-it-yourself remodelers appreciate the profes- 
too good for a clerk who suggests “‘ScoTcH”’ 


Brand Masking Tape with every paint sale!” sional job they get with these easy-to-install 
. fixtures. 


FOR BUILT-IN SHELVES 


Circle No. 35 on Coupon, page 72 Perfect for built-in shelves constructed 
to last the lifetime of a house. Can be 
mounted on surface or flush. Shelves 
can be quickly adjusted, easily alignea 
No. 255 standards come in 24 inch 
to 144 inch lengths. 














No. 255 Standard | 
No, 256 Support 


FOR OPEN WALL SHELVES 


These sturdy standbys are availabie 
in satin anachrome or brushed brass 
finish. They add smartness to any 
room and provide excellent storage 
space on open walls. Standards avail- 
able in 18 inch to 144 inch lengths; 


brackets in 4 inch to 20 inch lengths. 
No. 80 Standard 
No. 180 Bracket 


FOR EXTRA HEAVY DUTY 

Best on the market for heavy-duty 

ah : : Pa > installations. Recommended for heavy 

storage in homes or for paint, hard- ome 
Above is average of timber being cut today on our second ware or grocery stores or for hangrod 7 ~ 
cycle cutting on 200 Thousand Acres of timberland. Annual installations. Standards available in f' / NF 


cut 22 Million feet for past half century under exacting lengths of 36 to 144 inches, brackets 


Forest Management Plan without depletion. from 12 to 24 inches. seit con taal alee sam 
No. 187 extra heavy-duty bracket 


HARDWOODS — WHITE PINE —— HEMLOCK i ice ek NA aia as ‘ect 
DEFEND YOUR TRADE WITH | Ask your jobber or K-V sales representa- 


tive about the popular packed units of 

K-V 80-180 standards and brackets and 

MENOMINEE INDIAN MILLS pees K-V 233-239 standards and supports. 
Neopit, Wisconsin oa. ae 





ee ee ee ee ee ee ee ee ee 








KNAPE & VOGT MFG. CO. 
Grand Rapids, Michigan 
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Air-dried QUALITY LUMBER Kiln-dried 








grooves 143’ on centers across the 4’ 
now’ Tone : . . . 
NEW PRODUCTS tae width of each panel. It is suitable for 
(begins on page 56) ‘ cae installation with either nails or an adhe- 

me 7) i tae sive. Armstrong Cork Co., Dept. AL, 
j Lancaster, Penna. 
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Vertical Siding Panels 


A striking new shadow-styled vertical 
aluminum siding panel is offered by Als- 
co. The panels, 10’ long x 12” wide, 
afford wide weather exposure and deep 
Compass Saw wood-looking shadow areas. Available in 
A new compass saw has a blade de- nine baked enamel colors for contrasting 
velopment called Magic-Slot, which al- or complementary color schemes, the new 
lows quick blade changes even with panels can be used on almost any kind 
gloves on. says maker. Other features of architectural treatment, modern or Power Saw Attachment 
include a square shank bolt and a spe- traditional. It can be easily installed on A new power saw attachment for the 
cially designed handle that permits cut- new or existing houses, says maker Sunbeam Drillmaster Drill is announced. 
ting flush with a surface. Magic-Slot Aluminum Siding Div., Alsco, Inc., Dept. The 4%” blade cuts 1%4” of lumber at 
blades can be quickly changed by me- AL, 225 S. Forge St., Akron 8, Ohio. 90° and 1-1/16” at 45°, says maker. 


chanically locking the blade into the han- Circle No. 223 on Coupon, page 72 It attaches easily and is lightweight for 
dle without depending upon a friction 


easy one-hand operation. It has a com- 
bond or removing the wing-nut or bolt, . . fortable saw-grip handle and an auto- 
it is said. Another important feature of Offers New Design in Hardboard 


matic retracting safety guard. The unit 
the blade is the uniform thickness of all Called Walnut-Grained Temwood, a features quick, sure adjustments for depth 
three types available. The blades range new design in predecorated hardboard and bevel cuts, a large base plate for 
from an 8-teeth-per-inch wood-cutting has a finish that closely resembles the greater accuracy and stability and an ex- 
blade to a 12-teeth-per-inch plaster-cut- graining of walnut planks. The new board clusive cut control guide, which adjusts 
ting blade and an 18-tooth metal-cutting is %4” thick and is available in 4’ x 6’, to center, left or right. Sunbeam Corp., 
blade. Dreier Brothers, Dept. AL, 7301 4’ x 8’ and 4’ x 12’ sizes. Smooth and Dept. AL, 5600 W. Roosevelt Rd., Chi 
S. Woodlawn Ave., Chicago 19, Ill. dense, the material features a_ printed cago 50, Ill. 

Circle No. 222 on Coupon, page 72 “natural walnut” finish; a series of five Circle No. 225 on Coupon, page 72 


FOR BETTER, STRONGER WALLS THE LESLIE 
to WAL-LOK “SERIES be 


MORTAR JOINT REINFORCING 


BAFFLE 
PARALLEL TX 
BASE FLANGE 


RE FREE AREA 


GALVANIZED 
CROSS BAR = CROSS RODS ~i1Combines all 
=e tS == |these features: 


BARS uP FLANGE 





BETTER * EASIER INSTALLATION—4” wide flange . . . no “legs” or 
MORTAR GRIPS ~~ to get in the way 


posts” 
ALL THE WAY ‘ * W EATHERPROOF. wide flange around top of stack, plus 
AROUND parallel baffle in rear 
‘ % MORE FREE AREA-as certified by Metal Ventilator Institute 
*% BETTER APPEARANCE—streamlined, one-piece top, and 
roof-hugging design 
% USE WITH FANS—8” diameter stack fits round duct. 
WRITE TODAY FOR BROCHURE !! *% STURDIER CONSTRUCTION—full .025” aluminum, 26-gauge 
galvanized steel, screen securely attached 
Available in galvanized steel or aluminum, the “50 Series” Roof 
Vent is YOUR best answer to the demand for a vent that installs 
without trouble, that looks and performs well, and provides top 
quality at the right price. 


/’ ADRIAN PEERLESS, INC. Write for Leslie Louver Catalogs 
1413 E. MICHIGAN . ADRIAN, MICH. / Ez ty wa 
o, EL DING CoO., inc 
2943 W. Carroll Avenue « Chicago 17, Ill 
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..--increase the durability of concrete with 


CLINTON WELDED WIRE FABRIC 


Today’s homeowners want the most value for their Clinton Welded Wire Fabric is ideal for reinforcing 
money. That’s why so many building supply and concrete. It is easy to install—you just unroll it in place 
lumber dealers suggest welded fabric reinforcement and it requires no special fastenings. Can be cut to 
for concrete driveways, garage and basement floors, specifications on the job with ordinary wire clippers. 
patios and other light construction. Clinton Welded Wire Fabric is readily available in 

Welded fabric reinforcement distributes shrinkage — both the East and West, in all standard widths, lengths 
stresses to minimize cracking while concrete is setting and gages. Concrete reinforced with Clinton Welded 
... helps concrete resist heaving and cracking caused Wire Fabric will pay for itself many times over in re- 
by temperature changes of ground and air. Should a duced maintenance costs, long, trouble-free life and 
crack develop, the fabric holds it tightly closed, more attractive appearance—and it assures you of 
customer satisfaction. 6125 


CLINTON 


le it 
7, WELDED WIRE FABRIC 
SAY YES... WITH THE COLORADO FUEL AND IRON CORPORATION 


preserving a smooth, attractive surface. 


WHEN THEY ASK... U] 


THE COLORADO FUEL AND IRON CORPORATION — Albuquerque * Amarillo + Billings + Boise + Butte + Denver + El Paso + Ft. Worth * Houston * Kansas City * Lincoln * Los Angeles 
Oakland + Oklahoma City + Phoenix + Portland + Pueblo + Salt Lake City * San Francisco * San Leandro * Seattle + Spokane * Wichita « WICKWIRE SPENCER STEEL DIVISION 


Atlanta * Boston * Buffalo + Chicago * Detroit» New Orleans * New York* Philadelphia + CF&l OFFICES IN CANADA: Montreal « Toronto 
CANADIAN REPRESENTATIVES AT: Calgary * Edmonton * Vancouver * Winnipeg 
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BVI Paint Sprayer Display 


Printed in red, yellow and charcoal 
brown, a new counter display for the 
BVI Electric Paint Sprayer features a 
simulated wall outlet into which the 
sprayer cord is plugged. Low price and 
product versatility are emphasized in the 
copy. The display reaches dealers fully 
assembled. Counter space required is less 
than % sq. ft. Burgess Vibrocrafters, 
Inc., Dept. AL, Grayslake, III. 
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See-Through Packaging 


McKinney Manufacturing Co. is offer 
ing its complete line of forged iron cab- 
inet hardware in new, attractive two- 
color bags of transparent plastic. Each 
see-through envelope contains one prod- 
uct of the 29-item line of the maker's 
forged iron cabinet hardware in eithei 
dull black or old copper finish. Manu- 
facturer’s identification, product descrip- 
tion, size, catalog listing and pricing spot 


are imprinted on the new bags in a com- 

bination of black and orange. An eyelet 

inset permits use of the bags with the Mc- 

Kinney display panel and _ pegboards. 

McKinney Manufacturing Co., Dept. AL, 

1715 Liverpool St., Pittsburgh 33, Penna. 
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Morgan Merchandising Program 


A massive new merchandising pro- 
gram by the Morgan Co. includes cata- 
logs, direct mail pieces, showroom dis- 
plays, planned sales conferences, field 
meetings with dealers and builders, plant 
tours and “family-of-products” packag- 
ing. First section of the program centers 
around a new “Products Blue Book,” a 
catalog of over 300 pages covering the 
maker’s complete line of woodwork. Tied 
in with the distribution of this book is a 
merchandising service for wholesale mill- 
work distributors and dealers. Direct mail 
literature, kitchen planning kits, etc., 
are furnished. Over 30 counter and floor 
displays also are available. Morgan Co., 
Dept. AL, Oshkosh, Wis. 
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Peg-Tube Displays 


A versatile display material, called 
Peg-Tube, is perforated at 1” centers to 
accommodate the many pegboard type 
hooks and fixtures now commonly sold 
and used for display on flat surfaces. 
Made in 36” and 72” sections that can 
be joined together to make _ floor-to- 


LRUTERRERR 


ceiling display columns. Single or mul- 
tiple sections can be supported by feet 
for floor and counter display. Peg-Tube 
is available in several diameters and col- 
ors. A. L. Lind Co., Dept. AL, 5036 
Thomas Ave., South, Minneapolis 10, 
Minn 


Circle No. 229 on Coupon, page 72 


Offers Merchandising Aids 


Overhead Door Corp. is offering a 
complete merchandising package con- 
taining material that shows, tells and sells 
the value and quality of a major part of 
the home the garage door. Devel- 
oped specifically to draw more prospects 
to the dealer’s open house, it is available 
to all builders who use The Overhead 
Door in their homes. Among the items 
featured are: use of door as a demon- 
strator, yard sign to show you build with 
the best, colorful wall chart of door styles 
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Plan to Increase Patio or Porch Sales 


A new joint Chicopee-Reynolds promotion is especially de- 
signed to build store traffic by offering free patio plans, create 
large unit sales by selling people on the porch or patio they 
need and want. And you sell materials you already have in in- 
ventory—Chicopee Fiberglas Screening and Reynolds Alumi- 
num Framing. A Chicopee or Reynolds man will call on you, 
he will assemble and place a six-color miniature screen patio 
display (as pictured) where you want it, will put up a window 
streamer, offer you mailing pieces, ad mats and free patio, 
porch, breezeway plans to give to your customers. Many people 
want a place to relax and enjoy comfortable outdoor living 
Here’s a way you can fill their wants. Chicopee Mills, Inc., 
Lumite Div., Dept. AL, 47 Worth St., New York, N.Y. 
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and sizes, dashboard-demonstrator of UI- 

tronic radio operator. Overhead Door 

Corp., Dept. AL, Hartford City, Ind. 
Circle No. 231 on Coupon, page 72 





SPECIAL OFFER 





Steel Stand Offered Free 


A $17.95 steel stand will be given 
away free with every sale of a Delta 900 
9” Radial Saw until June 30, announces 
manufacturer. The 31-pound steel stand, 
consisting of four legs and a convenient 
steel shelf for storage purposes, provides 
the radial saw with a rigid base for light 
to medium-duty cutting. To give the saw 
the added advantage of mobility, the 
steel stand can be equipped with Delta 
retractable casters. The special offer, 
says maker, is the perfect item for the 
homecraftsman or for the remodeling 
contractor who wants a low-cost tool for 


What’s Your Answer? 


(Answers on page 69) 
What home investment did an Oregon 
dealer make that caused favorable word 
of-mouth advertising? 


What design feature in Kaiser Aluminum s 
ShadeScreen causes hot sun rays to 
bounce off? 


What group of homeowners are sitting 
ducks for a well-thought-out porch pack 
age? 


How many pounds of nails per home did 
a builder save by switching to Ardox? 


accurate on-the-job cutting of interior or 


exterior trim. Power Tool D 


Rockwell Mfg. Co., Dept. AL, 400 
Lexington Ave., Pittsburgh 8, Penna 


Small-Size Fiberglas Panels 


American Polyglas Corp. announces a 
program to expand the use of Fiberglas- 
reinforced plastic paneling by offering 
to dealers a point-of-purchase rack con- 
taining a variety of its panels especially 
designed for interior home use. The rack 
occupies two sq. ft. of display area, holds 
panels of various sizes, none larger than 
2’ x 5’. Called the Polyglas Panel-O- 
Rama, this new plan has as its theme, 
“The Plastic Fiberglas Panel of 1001 
Uses.” Among the many interior uses 
suggested for the Small-size panels are 
wall or kitchen cabinets, room dividers, 
luminous ceilings, tables, etc. American 
Polyglas Corp., Dept. AL, Carlstadt, NJ. 
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NOW ... On the National Market... 
MASTER METALCRAFT barbecue units 


With the new “ARISTOCRAT 400”* (pictured 
below) MASTER METALCRAFT introduces their 
complete line of barbecues and accessories 

nationally. They are consistently chosen by 
eight out of ten buyers who have compared 
them with other products in all price ranges! 
Easy to install, profitable to sell. 
SEND FOR FREE ILLUSTRATED LITERATURE 
DEALER AND DISTRIBUTOR INQUIRIES INVITED 


*“ARISTOCRAT 400” built with superlative craftsmanship 
for long dependable use and attractive appearance, has 
the following exclusive features: 

Patented hinged grills. 

Flush installation of unit bringing all parts including 

motor, within pit opening dimensions 

Front panel containing draft control quickly removable 

for drop-in installation 
Sloped fire-box sides minimize warpage and insure 
even heat distribution 
Entire vertical fire-box travel controlled by two turns 
of the knob. With positive patented friction brake 


Master Metalcraft 


1400 INDUSTRIAL ROAD SAN CARLOS, CALIFORNIA 
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PLASTER AND 
MORTAR MIXERS 
5 sizes 2 to 12 Cu Ft 
Electric of gasoline 
Power throw-out on 
smaller models, disc 
clutch on larger 


3% Cu Ft 
NON-TILTING 
CONCRETE MIXER 
Drum 36” dia x 27” 
wide B & S Air-cooled 
engine 45 Hp at 

M 


2700 RP. 


4 BLADED 
POWER TROWELS 
24”, 29”, 34”, 44” dia 
B & S Air-cooled en 
gines Clutch and 
speed controls on 
handle 


CONCRETE MIXERS 
TILTING TYPE 

3, 3%, and 6 Cu Ft 

(mixed concrete) 

Electric of gasoline 

Timken Bearings 


What does NRLDA president James C 
O'Malley say is probably the most im 


Ves portant work to be done by dealers in 


N this year of recession talk? 

Which new compact self-merchandiser now 
available stocks the four glues that cover 
95% of your market? 


In what unusual sideline are more deal 
ers now getting their feet wet? 


Name three features which can help you 
sell Textured Cushiontone 


. What percentage of his gross sales is 
budgeted by an Arkansas dealer to stage 
a successful advertising program? 


What is the title of a new booklet 
especially written to help your prospects 
understand the subject of new home fi 
nancing? 


have 


economy 
features 

that save you 
money 


Mutier Machines are de 
signed primarily for eco- 
nomical and efficient opera- 
tion. Better materials, better 
power units, protection 
against excessive wear, pro 
vide low-cost Operation . . . 
freedom from excessive 
maintenance . . . unusually 
long-life. You get more for 
your money when you buy 
a Muller Machine 








Ask for prices and name of local dealer. 


MULLER MACHINERY COMPANY, INC. 


Metuchen 


9, N.J. Cable Address: MULMIX 
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Wide-Side Pickup Truck 


GMC’s new Wide-Side pickup truck 
has 50% greater cubic load capacity than 
conventional models, with either 6%’ or 
8’ long boxes having 59.5 and 75.6 
cubic feet, respectively. This means that 
with the larger body, owners can put in 
five more bushel baskets, seven more 
bushel boxes or six more egg crates, says 
maker. A wider, deeper tailgate fits snug 
for a grain and sand-tight body. GMC 
Truck & Coach Div., General Motors 
Corp., Dept. AL, 660 S. Boulevard, 
East, Pontiac 11, Mich 
234 on Coupon, 
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Cuts Panel Stock Up to 5’ Wide 


A new model of the Bennett 2-Way 
Panel Saw, which will cut panel stock 
up to 5’ wide, has been introduced for 
such things as ping-pong tables, display 
counters and the new, wider sheets of 
plastic laminates. The standard model of 
the 2-Way Panel Saw is used for cutting 
to size panels of plywood, hardboard, 
fiberboard, etc., up to 4’ wide. There is 
no lifting or turning of large unwieldy 
panels; both cross-cuts and rips can be 
made without removing panel from the 
machine, says maker. Richard C. Ben- 
nett Mfg. Co., Dept. AL, Laceyville, 
Penna. 
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Installation Jigs for Locksets 


The availability of two new combina- 
tion jigs for the installation of its resi- 
dential and commercial locksets is an- 
nounced by Kwikset Locks. Pressure cast 
from aluminum, with heavy-duty steel 
bushings, these handy installation tools 
speed up and insure perfect right-angle 
holes for either 234” or 5” backset instal- 
lations. The new jigs are adjustable for 
138” to 134” doors and for 2” (No. 103) 
or 2-1/8” (No. 106) lockset installa- 
tions. They may be used with either 
hand brace or power drills. Kwikset 
Locks, Inc., Dept. AL, 516 E. Santa 
Ana St., Anaheim, Calif 
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Utility Truck Bodies 


New improvements that give each truck 
user the opportunity to job-plan his com- 
partment spacing are featured in all 1958 
Reading utility truck bodies. Removable 
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Trade Mark 


DOUGLAS FIR 


PONDEROSA PINE — SUGAR PINE 


WHITE FIR 


INCENSE CEDAR 


Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


ANDERSON, CALIFORNIA 


Registered 





SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 
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FUNDAMENTALS OF CARPENTRY 

Walter E. Durbahn two volumes 

Your shop trainees can quickly be an asset if they 

read 

Vol. | - Tools, Materials, Practice 


Easy-to-follow guide for tool selection, identifi- 
cation and choice of woods and materials, use of 
the stee! square, how to read blueprints. 336 
pages, 243 illustration: 





Voi. tt 4.50 
Detailed instructions on constructing a building, 
various processes and why they are used. 444 
pages, 318 illustrations 


Practical Construction 





CARPENTRY 
Gilbert Townsend... . $2.50 


An A-to-Z treatise on simple building construc- 
tion, including framing, roof construction, gen- 


66 


PLEIN 
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RY 


eral carpentry work, exterior and interior finish 
of buildings, building forms and working draw~- 
ings. 504 pages, 587 illustrations. 


CABINETMAKING AND MILLWORK 
Dahli and Wilson... ... ose 

Even your experienced shop men can learn some- 
thing from this book. Presents tested practices on 
a wide scope of jobs, how to eliminate errors which 
reduce efficiency and safety, how to solve the 
problem quickly. 235 pages, over 250 illustrations. 


oo 00 088.96 


TECHNIQUE IN RIPSAWING 

J. ©. Hyler.. . aoe év ey $1.75 
Shows shop and mill men the correct procedures 
to apply in ripsawing, and the many uses of this 
versatile too!. Covers selecting the right blade for 
the job, sharpening, care and handling as well as 
discussions on swage setting versus spring set- 
ting, ripping tapers, bevels, etc. 42 pages 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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& [LUM BIER oo « 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $... for 
the books | have checked below. 


Fundamentals of Carpentry 
Vol. |--Tools, Materials, Practice 
) Vol. 1l—Practical Construetion 
Carpentry 
} Cabinetmaking and Millwork 


| 
| 
| 
! 
| 
| 
| 
| 
}) Technique in Ripsawing | 
| 
| 
! 
| 
| 
| 


Name 





Address 





City, State. 
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39 Books on Subjects of 
Interest to Lumber Dealers 


ARCHITECTURAL 
SIMPLIFIED ARCHITECTURAL DRAWING 
Truman C., Buss, . $5.00 
Practical help for your Design Department 
in making working drawings for remodeling 
and new home jobs. Includes more than 160 
problems to fit your needs. 258 pages, 264 
illustrations, 

ELEMENTARY STRUCTURAL DESIGN 
Charles O. Harris $5.25 
Quickly prepares the building tradesman to 
solve common problems of structural design, 
through a working knowledge of the prin 
ciples involved. Theoretical discussions are 
discarded in favor of information which can 
be put to immediate use. Each topic is ex- 
plained in a series of short steps with illus- 
trations, and practice problems and answers. 
163 pages. 
HOW TO REMODEL A HOUSE 
J. Ralph Dalzell and 

Gilbert Townsend 
Here’s real help in the year of “Operation 
Home Improvement”: a case history study 
to give your Design Dept. many ideas on 
how to solve the remodeling job successfully. 
Contains a checklist method to plan the 
thrifty use of new materials in relation to 
materials in the original house. 528 pages, 
350 illustrations, 14 tables. 
HOW TO PLAN A HOUSE 
J. Ralph Dalzell and 

Gilbert Townsend 
Contains all the basic and authoritative in 
formation necessary to planning a house, 
shows your draftsmen and builders practical 
ways to work out the features home 
prospects want in their “dreamhouse.” 584 
pages, over 100 illustrations and tables, 

BLUEPRINTS 

BUILDING TRADES BLUEPRINT READING 
J. Ralph Dalzell . $2.40 
With the clearness of a primer, this book 
offers a concise explanation of the principles 
of reading the blueprints used in the build- 
ing trades. Helps the reader quickly under- 
stand conventional symbols and terms. Sets 
of practical questions and answers make it 
ideal for study at home. 142 pages, 110 illus- 
trations. 
BLUEPRINT READING 
Dalzell, McKinney and Ritow.....$1.75 
A self-help book that presents the funda- 
mentals of blueprint reading for the building 
trades. Partial list of contents: Architectural 
conventions. Dimensions on blueprints. Spec- 
ifications and notes on blueprints. Reading 
plans. Questions and answers. 111 pages, 69 
illustrations. 
HOW TO READ ELECTRICAL BLUEPRINTS 
Heine, Dunlap and Jones $4.75 
This book covers the entire field of elec- 
trical blueprint reading, providing you with 
information to readily visualize a job from 
the symbols on the blueprint. You will be 
particularly interested in the chapters on 
how to read Architectural, House-Wiring 
and Administration Building blueprints. 311 


pages. 

BUSINESS RECORDS 
MODERN PRACTICAL ACCOUNTING 
Earl A. Saliers $4.00 
Your business will profit more with accurate 
records to aid in daily operations. This book 
gives you and your staff a working knowl!- 
edge of accounting to help you make prac- 
tical managerial decisions. 365 pages, 155 
illustrations. 


5.25 


. .$6.95 


new 


BUILDING PRODUCTS MERCHANDISER 


BOOKKEEPING FOR BUSINESS 

AND PERSONAL USE 

Raymond V. Cradit—two volumes. .$5.25 
In readily understandable two 
books explain the purpose of busi 
ness and personal records, and how to keep 
them. 

Vol 

Concentrates on books and methods 
record daily buying and selling 
326 pages, 153 illustrations. 

Vol. I $2.75 
Describes records and procedure s that apply 
to the set-uf partnership, 
corporation, incor poration, P us entries 
essary to overall business analysis. 212 pages, 


88 illustrations 


CARPENTRY AND LUMBER 
CARPENTRY 
Gilbert Townsend 
An A-to-Z 
struction, including framing 
tion, general carpentry work 
interior finish of buildings 
and working drawings. 504 pages, 587 


terms, these 


various 


used to 


transactions. 


organizational 


nec 


trealise on sim con 


roof construc- 
exterior and 
building forms 
illus- 
trations. 

FUNDAMENTALS OF CARPENTRY 

Walter E. Durbahn—2 vols. 2d ed. $8.90 
Let an experienced teacher save you endless 
man-hours training apprentices. Give them 
this to read: 

Vol. I—Tools, Materials, Practice $3.95 


Cmprehensive information on tool selection, 


identification and choice of woods and ma- 
terials, use of the steel square, how to read 
blueprints plus enlarged Dictionary of 
Carpentry Terms 
Vol. I1—Practical Construction $4.95 
Step-by-step process of construction—from 
excavating to finishing. Standard practices, 
common problems—plus Home Construc- 
tion Trends, Regional Variations and The 
Level-Transit. 
Both volumes graphically illustrated. 
CABINETMAKING AND MILLWORK 
Alf Dahl and J. Douglas Wilson $6.50 
Even your ex pe rte need shop men can learn 
something from this book. Presents tested 
practices on a wide Sco pe of jobs, how to 
eliminate errors which reduce efficiency and 
safety, how to solve the problem quickly. 352 
pages, over 400 illustrations. 
THE WOODS YOU USE 
Reprinted from Wood and Wood 
PANIC ES < .. obtiamats si0's 0. + atomiele $1.00 
Did you know that we are using commer- 
cially only 16%, of the total number of tree 
species? This book of articles gives you a 
quick, complete picture of these leading 
woods, including source, general properties 
and specific commercial uses. 
STEEL SQUARE 
Gilbert Townsend 
True construction 
only a necessity, it is a skill. With this book, 
the young carpenter learns the many uses 
of, and how to use accurately, his most val- 
uable measuring tool—the steel square. In- 
cludes illustrative problem, from start to 
finish, of house construction. Indexed by in- 
dividual jobs for easy reference. 172 pages. 
TECHNIQUE IN RIPSAWING 
J. E. Hyler $1.75 
Shows shop and mill men the correct pro- 
cedures to apply in ripsawing, and the many 
uses of this versatile tool. Covers selecting 
the right blade for the job, sharpening, care 


$2.50 


measurement in is not 


and handling as well as discussions on swage 


selling versus spring settling, ripping tapers, 
bevels, etc. 42 pages 
COMMERCIAL HARDWOOD 
IDENTIFICATION CHART 

B. EF Kukachka and J. Reno 
Using 1 imple charts in this 


can quich identify ar 


$1.00 
book, you 


lhe § 
vnportant commer? 


cial hardwood with just the naked eye and 


Makes it eas to separate red 
/ 


red 


a hand lens 


and white oak birch, beech and maple 


gum and mah an Philippine and true 


nahogar cottonu od, DOuckeye and black 


gum; other confusing woods. 24 pages. 
150 GLUING QUESTIONS 
AND ANSWERS 


Thomas D. Perry 


you Saics 


ns ON 
equip 
hot 


core 


yrreading 
laminating 


ue joints, 


and veneer. 


ESTIMATING 


SCRIBNER’S LUMBER AND LOG BOOK 
J. M. Scribner 
po 


$1.00 


ook vu tables on scant- 


Vest 


chet siz 
ing ! 


d plank measures, round timber re- 
easure by Doyle’s Rule, log 
formation of 


the 


duced to and round § vé 
duced to inch n 
tally calculations, and other in 


connected with lum- 


value to everyone 
ber business. 1950 pages. 
SIMPLEX PRICE BOOK 


eaf book for prici 1¢ 
Columns provided to insert the 

price proper 
Cut out margin tndex for quick reference. 


oose 1 
desired 
size and length, 


piece nde? 
piec unde 


Complete book with margin index and loose 
leaf cover, $3.25. 
LEAVER’S OFFICIAL ESTIMATOR 
James W. Leave1 


1 comprehensive 


$15.00 


collection of visual com- 


can be used for quick, 
in all 
di- 
mensions and timber used in manufacturing 


boxe $. doors 


parison tables which 


accurale results in computing footage 
] g 


practical variations in sizes of lumber, 
moulding, 
and other wood specialties. 

ESTIMATING CHARTS FOR 

FARM BUILDINGS 

E. A. Malm $15.00 
A new, simplified, fast system for reliable 
estimating of the costs of farm building ma- 


millwork, veneers, 


terials. Charts are made to use like an actu- 
ary. Simply select the column giving the size 
combine the quantities in two 
odd size. Over 6,000 possible 
estimates given. The quantities required are 
given in the usual estimating terms. Labor 
given in hours for 1,000 bd. ft. or 100 sq. ft. 
wall. Bound in high grade flexible loose leaf 
ring binder with celluloid index tabs for 
quick reference. 
HOW TO ESTIMATE FOR THE 
BUILDING TRADES 
Townsend, Dalzell and McKinney. .$6.75 
A complete, practical book on the estimat- 
ing of materials and labor, plus the actual 
practices of the various trades in handling 
details. Mathematics used by 
estimators explained in full. Also cov- 
ered are excavations, carpentry, 
electricity, sheet metal, lath and plaster, 


de sired o? 


columns for 


construction 
are 


masonry, 


e « « be sure to also look on the next page... 





eee 39 books of interest to lumber dealers (continued o« 


marble and tile, painting, hardware, lino- 
leum, heating and air-conditioning, plumb- 
ing, curtains and 629 pages, 
310 illustrations. 


THE LUMBERMAN’S ACTUARY 

SOM CM AITY. 6.55 cece sees ec Gl6 BO 
In one book, here are answers to almost any 
estimating problem you may have. Use its 
tables to compute lumber feet and price per 
piece or by the thousand, discounts, areas, 
wages, pricing units of shingles and wall- 
board, mouldings, other building materials. 
Most com prehensive edition 560 
pages; top dollar page 
$400 per M, wit/ starting 
Easy 
give 


glass, shades. 


ever; now 
revised upward to 
unit price of $20. 
cul-in index tabs 
to any page; cover ts 
durable fabricoid with stitched binding to 
lie flat; 1,” x 84 


EXPERT LUMBER PRICER 

E. M. Hiatt 

A page for each price per thousand, in ‘oh 
of $1 from $25 to $150, and steps of $5 from 
$150 to $200. Along the left side of each 
page are listed by thickness and width the 
different carried in the ordinary re 
tail yard, and along the top margin are the 
Turn to the price and find 
and length lines cross, then 
find price per piece 


HANDY LUMBER CALCULATOR 


and quick to use 


instant reference 


convenient 5 " in size. 


items 
various lengths. 


where the item 


including a 
] 


A useful pocket size ‘manual 
lumber calculator for standard 
rules, ghts of lumber and use- 
tabulations. 


sizes, fog 
estimated wets 


ful miscel luentes 


LUMBER CALCULATOR 
W. H. Solomon. 

d help for ascertaining 
quickly the feet 
in different sizes of lumber, especially 
fractional parts of an inch are to be figured. 
LIGHTNING VENEER CALCULATOR 
Vermeulen 

Aid to 
veneers for an 


laneous 


ae $2.00 
accurately and 


number of board measure 


where 


oe . $5.00 
and users of 


handy and simple 


veneer manufacturers 
accurale, 
calculator. Tables cover all dimensions from 
1/16 inch to 48 inches wide and from 1 inch 


to 144 inches long. 


INSULATION 
HOW TO INSULATE HOMES 
AND FARM BUILDINGS 
Paul Dunham Close 


Isn’t tt a fact that how to apply insulation 
is becoming a big question from more of 
your every year? This book, in 
condensed form, helps your sales staff sup- 
ply builders, farm and home with 
the answers—and the insulation, 204 pages, 
117 illustrations, 19 tables. 

BUILDING INSULATION 

Paul D. Close 


inything you, 


customer 


owners 


sales staff and centre 
about insulation can be 
found in this book. Covers the entire field 
of heat and sound insulation, including the 
development of commercial insulations, ty pes 
and how to apply, theory and economics of 
insulation, relative heat-loss co-effi 
materials, fuel savings of 
how to prevent condensation. 


your 


tors want to know 


thermal 
cients of various 
insulations, 


02 pages. 

MASONRY, CLAY, CONCRETE 
CONCRETE BLOCK CONSTRUCTION 
FOR HOME AND FARM 
J. Ralph Dalzell and 

Gilbert Townsend 
The authors contend anyone can plan and 
build, correctly, a structure from 
blocks. And they prove it. More than a con- 
cise, clear explanation of block construction 
for the handyman or novice, this book also 
presents the efficient and 
practical suggestions of value to even ex 
block-layers. Includes a_ typical 
with step-by-step illustrations. 


concrete 


most methods 
perienced 
job example, 
216 pages. 


MERCHANDISING 


EFFECTIVE RETAIL SELLING 
Bernard FE. Baker. : 

Any member of your sales staff, new 
will be more productive if he applies the 
tested methods of sales psychology and per 
sonality development presented in this book. 
Includes an excellent listing oj sources for 
merchandise information. 287 pages. 


BUILDING PRODUCTS MERCHANDISING 
Reprinted from American 
Lumberman 

Over 40 pages of practical new ideas you 
can put to use today to sell more building 
materials. Presents case history examples of 
the merchandising techniques being used by 
dealers to increase 
sales of builders hardware, roofing and sid- 
ing, windows, flooring, hand tools, paint, 
ofher important building products. 


. $2.95 


or old, 


several dozen lumber 


MOULDINGS 
STANDARD MOULDING BOOK 


Makes it easy to select and order by num- 
ber the patterns you want for any use. 
Shows over 250 mouldings in actual size per- 
spective, with full detail of outline, and 
description of dimensions, price and use. 


SHOWROOM DESIGN 
16 NEW SHOWROOMS FOR 
MERCHANDISING BUILDING MATERIALS 
Reprinted from American 
Lumberman 
This booklet offers 
ideas to help you 


$1.00 
plans and 


your 


many 

build or 
greater efficiency 
history study, it 
both 
successfully 


new 
remodel 
sales 


showroom for and 


1 case shows hou 
dealers in 


towns 


volume. 
lumber cities and 
solved the 
problem of outmoded showrooms. You will 
find dozens of suggestions covering such sub 
jects as display, lighting, and 
layout. 


large 


small have 


self-service 


store 


MISCELLANEOUS 
WOOD INDUSTRIES DICTIONARY 
Nelson Cc 
Here 
sive explanation of the industry’s terminol 
ogy. Over 1500 and definitions, and 
300 
reference. 


CYCLOPEDIA OF BUILDING TERMS 

Compiled by American Lumberman .50¢ 
Useful to newcomers in the industry and ex 
perienced personnel althe 1 handy 
over 1000 building terms, 
and tables; fundamentals of light construc 
tion; legal terms connected with the build 


ing field. 


SPECIAL REPORT ON DISTRIBUTION 
CHANGES—including Cash & Carry. 
Reprinted from American 

Lumberman a $1.00 
The exclusive facts on the “new” competi 
tion in the retailing of building products, 
plus case examples of how typical, conven 
tional lumberyards (in some cases with the 
he Ip of wholesalers) are meeting and beat 
ing this competition. Includes unduplicated 
field reports covering “What Happens When 
a Cash & Carry Giant Invades Your Market.” 


Brown.... Wes. 


in one source is a concise, comprehen 
| 


terms 


over abbreviations make it a valuable 


refer 


ence to: charts 


Te order: check names of books you want, fill in, cut out and mail the coupon below. 


ARCHITECTURAL 

Simplified Architectural Drawing 
Elementary Structural Design 
How To Remodel A House 

How To Plan A House 


BLUEPRINTS 

Building Trades Blueprint Reading 
Blueprint Reading 

How To Read Electrical Blueprints 
BUSINESS RECORDS 

Modern Practical Accounting 
Bookkeeping for Personal and 
Business Use— 

Vol. I. 

Vol. II. 

CARPENTRY AND LUMBER 
Carpentry 

Fundamentals of Carpentry— 

Vol. I. 

Vol. II. 

Cabinetmaking and Millwork 

The Woods You Use 

Stee! Square 

Technique in Ripsawing 
Commercial Hardwood Identification 
150 Gluing Questions and Answers 
ESTIMATING 

Scribner’s Lumber and Log Book 


$ 5.00 
5.25 
5.25 
6.95 


0boo0 oooo 


Oo 


DRDO fF. oi 


Simplex Price Book 3.25 
Leaver’s Official Estimator 15.00 
Estimating Charts for Farm Buildings 15.00 
How To Estimate For The Building Trades 6.75 
The Lumberman’s Actuary 16.50 
Expert Lumber Pricer 7.50 
Handy Lumber Calculator -50 
Lumber Calculator 2.00 
Lightning Veneer Calculator 5.00 
INSULATION 
How To Insulate Homes and Farm 
Buildings 
Building Insulation 
MASONRY, CLAY, CONCRETE 
Concrete Block Construction for Farm 
and Home 3.25 


3.25 
5.25 


MERCHANDISING 


Effective Retail Selling 2.95 
Building Products Merchandising 75 


MOULDINGS 
Standard Moulding Book 


SHOWROOM DESIGN 
16 New Showrooms for Merchandising 
Building Materials 


MISCELLANEOUS 
Wood Industries Dictionary 1.50 


Cyclopedia of Building Terms 50 
Special Report on Distribution Changes 1.00 


1.00 


AMERICAN LUMBERMAN, INC. 


139 N. CLARK ST., CHICAGO 2, 


checked above. 
Name_ 
Address___ 
2 


ILLINOIS 


Enclosed is my check in the amount of $___ 


for the books | have 
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NEW EQUIPMENT 


(begins on page 66) 





Shelves and adjustable shelf and tray di 
viders permit operators to vary interior 
arrangement to fit immediate require 
ments. Shelves and dividers are changed 
quickly and without need for tools. If 
desired, shelves can be installed perma 
nently. Reinforced tailboards, heavy-duty 
safety-tred plate floors, ribbed front bulk- 
heads and complete undercoating are 
standard equipment on all Reading bod 
ies. Reading Body Works, Inc., Dept. AL, 
Reading, Penna. 
Circle No. 237 on Coupon, page 72 


Model 900C Service Body 


Extensive improvements for added con- 
venience in its new Model 900C Service 
Truck Body are announced by Morrison 
Steel Products. Major components such 
as side boxes, bulkheads and floor, now 
are bolted for easy kd. The six compart- 
ments are all newly sized to take stand- 


REDUCE delivery costs 


Compicte 
Bed: Shipped’ 
KD. Easy 
Assembly & 
Mounting 


7 
Write, wire, phone for 
Cotalog and Prices 


Unload a Load 
or Half Load at a Time 


ardized packaging units; shelves of the 
front vertical compartments are fully ad- 
justable and left-hand horizontal com 
partments have full-length tool trays with 
reinforced rolled edges, providing easy 
access. Curbside horizontal compart- 
ments have full-length materials trays 
with adjustable dividers for small-parts 
packaging. Service Body Div., Morrison 
Steel Products, Dept. AL, 601 Amberst 
St., Buffalo, N. Y 


Circle No. 238 on Coupon, page 72 


cee 


Small Paint Spraying Unit 


A highly versatile paint spraying unit, 
Sprayit 400, with a 4’2-pound portable 
compressor capable of handling all kinds 
of paints and providing full-scale opera 
tion, is announced. Eight-ounce spray gun 
handles all types of paint including new 
splatter types. Made of DuPont Zytel ny- 
lon, spray gun can be quickly cleaned 
and used for insecticide spraying. En- 


tire unit, weighing less than seven pounds, 


is shown assembled and ready for use at 


S 


HINGES FOR 
FOLDING SCREENS 
AND LOUVERED DOORS 


right. Thomas Industries, Inc., Dept. AL, 
410 South Third St., Louisville 2, Ky 


c e No. 239 on Coupon, page 72 


What’s Your Answer? 


(Ouestions on page Odo 


Modernized his own home. See article, 
page 72 


Seventeen louvers to the inch, slanted 
at a 17° angle to block heat rays. See 


ad, pages 18-19. 


Owners of millions of ultra-small homes 
built since 1946. See article, pages 40-41. 


. 189% pounds. See ad, page 4 


Develop more efficient methods of han 
dling materials and supplies. See article 
pages 46-47 


Weldwood Counter Model Adhesive Cen 
ter. See ad, page 13 


. Swimming pools. See article, pages 50-51. 


(1) It repels dust and dirt; (2) it is easy 
to clean and (3) it can be repainted. See 
ad, pages 26-27 


142%. See article, pages 52-53. 


How You Can Own a New Home." See 
ad, inside front cover. 
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EVERY PURPOSE 





fone; 


CONTINUOUS HINGES 


Special Hinges 
To Order in Quantity 





Complete Electro-Plating Plant 
on the premises enables us to 
give almost immediate service 
on Special Finishes. 
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@ Write for our Stock Sheet. 


© All Standard widths — sizes — finishes 


© Specials Made to Order in quantity 
Write for LOW Prices — TODAY! 


Catalog No. 
Write on Business Stationery. 


PROMPT SHIPMENT! 


38 on Request to Rated Firms. 





Since 1900 


The R-B Company 


1921 Guinotte, Kansas City 20, Mo. 
~ 





Circle No. 42 on Coupon, page 72 
BUILDING PRODUCTS MERCHANDISER 


S. PARKER HARDWARE MFG. CORP. 
Phone WAlker 5-6300 
27 LUDLOW STREET e¢ NEW YORK 2, N. Y. 


Circle No. 43 on Coupon, page 72 





American 
Lumberman 


Classified 
Advertising 





Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time —30c per word for each insertion. 


Minimum charge of $1.50 per line. 


3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 


allowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 


mailing copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 








HELP WANTED 








SITUATIONS WANTED 








BUSINESS FOR SALE 








DETAILER—BILLER 
A reliable and experienced man wanted by 
old established miliwork company in middle 
west. Must be qualified in architectural mill- 
work. Good salary and opportunity. Please 
give full detail of experience, personal 
background and availability. Address Box 
C-20 American Lumberman, Inc 


WANTED—Midwest Custom Millwork Plant 
needs estimator to take off and price mill- 
work items from architect’s plans for 
churches, schoels, commercial buildings, etc 
Cost Book A experience desirable. Ability 
to detail and bill will influence employment 
Write full particulars and salary expected 
Address Box C-38 American Lumberman, 
Inc 


FHA TITLE II MAN 

Large Florida Retail Lumber and Building 
Material Dealer wishes to employ man ex- 
perienced in making application for and 
preceeding FHA Title II Loans, and VA 
oans, and in the handling of Construction 
Mortgages. Must have good record. Address 
Box C-39 American Lumberman, Inc. 


ESTIMATING AND SALES 
Excellent opportunity for aggressive young 
man with a successful Lumber and Building 
Material Firm in a rapidly expanding area 
within 70 miles of Chicago. Must be inter- 
ested in bettering himself in a growing or- 
ganization. Knowledge of drafting preferred 
Profit sharing and other benefits. Write, 
stating qualifications, age and references 
All replies will be answered. Address Box 
C-40 American Lumberman, Inc 





SITUATIONS WANTED 








Lumber salesman with 27 years experience 
in hardwoods, desires job in Virginia and/or 
North Carolina with well established manu- 
facturer to call on furniture manufacturers 
and others. Address Box C-48 American 
Lumberman, Inc 


Millwork, 30 years experience, estimating, 
selling, detailing and _ superintendent—mill 
pees. Address Box C-47 American 
4umberman, Inc 





LUMBER & DIMENS!ON 
WANTED 











over 1%” 
loaded on 
4430 N 


shorts not 
per ton, 
Company, 


Plywood cuttings or 
thick. Will pay $30.00 
cars. Dayton Lumber 
Dixie Dr., Dayton, Ohio 





BUSINESS OPPORTUNITIES 











FOR LEASE—Modern well established retail 
lumber yard in prosperous Southwestern 
Michigan town of 8000. $35,000.00 inventory 
Excellent location and opportunity. Address 
Box C-45 American Lumberman, Inc 


Weill rated Indiana wholesaler interested in 
financing your orders on split profit arrange- 
ment, Mid-West only. Address Box C-44 
American Lumberman, Inc 





BUSINESSES FOR SALE 








FOR SALE: Retail Lumber Yard in heart of 
Permian Basin Oil Field. Located in city 
having experienced fabulous growth in past 
ten years, and in which sound economists 
and all who know area predict continued 
substantial and even greater development. 
Approximately $45,000.00 inventory. Terms 
available. Business is now decidedly a going 
concern. Owner has acquired real estate and 
other outside interests. Past volume of busi- 
ness from $325,000.00 to $450,000.00 yearly. 
Records and past income tax payments avail- 
able. Those answering this od will be inves- 
tigated before discussion of sale. Address 
Box C-33 American Lumberman, Inc. 

Old established lumber yard, in business 
since 1908. Annual volume over $130,000. 
Maryland _ location. Excellent opportunity. 
Address Box C-49 American Lumberman, 


Prosperous building material business in 
Michigan's best tourist town. Ample ware- 
houses and yard space. Large, modern sales- 
room. Best of prospects. Would prefer to 
lease land and buildings. About sixty thous- 
and will cover stock and equipment. Apply 
Box B-43, American Lumberman, Inc 
FOR SALE: Lumber yard in good Southern 
Michigan town. Inventory around $30,000 
buildings and equipment approximately 
$18,000. Sales range from $110, to $143,000 
year. Terms on buildings and equipment 
eal opportunity for right party. Address 
Box C-50 American Lumberman, Inc 





MACHINERY FOR SALE 





MILL MACHINERY 
Band Saw 64” wheels, 8/7 saws 
Knight Carriage, 4 blocks 20 or 36’ long 
No. 1 Boss Timber Surfacer, size 30’ x 16” 
Baldwin Cir. Saw Sharpener #4015 
Lancaster Geared Blower #10 on stand 
Hanchett Band Saw Lap Grinder Ti. & 
pulley. 
8” Band Saw Clamp 
casters. 
Mall Chain Saw No. 7 (Gasoline) 3 foot cut 
Burroughs Moon Hopkins No. 7200 Calculator 
Ross Straddle Carrier, Model 70, 5 ton 


BISHOP LUMBER COMPANY, Chicago, III 


Lo 


#29 steel frame on 


For Sale: Northfield 27” Band Saw, 2 H.P. 
3 phase direct drive $785.00 
DeWalt-Monarch Hollow Chisel Mortiser 
144 H.P. 3 phase, direct drive $570.00 
Subject to prior sale. 

Machines new and in original crates. 
Sabrosky Machinery Sales 
Everything in Woodworking Machinery 
1115 So. Harrison St. 

Fort Wayne, Indiana 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





[Pf IN TRY 


STEEL SQUARE 


Gilbert Townsend.......... .-$2.50 


True measurement in construction is not only a 
mecessity, it is a skill. With this book, the young 
carcenter learns the many uses of, and how to use 
accurately, his most valuable measuring tool—the 
Stee! square. Inciudes illustrative problem, from 
Start to finish, of house construction. Indexed by 
individual jobs for easy reference. 172 pages. 


150 GLUING QUESTIONS AND ANSWERS 
I i 0-09 +$9.50 


Helps your sales staff explain product construction 
features, and provide the ‘‘do-it-yourselfer’’ with 
needed information. Presents the answers to every- 
day questions on gives—from mixing and spreading 
te ip and hods. Covers laminating, hot 
and cold pressing, testing of giue joints, core ‘erebe 
lems as well as plywood and veneer. 
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THE WOODS YOU USE 


Reprinted from Wood and Wood Products... .$1.00 


Did you know that we are using commercially only 
16% of the total number of tree species? This book 
of articies gives you a quick, complete picture of 
theseleading woods, including source, general prop- 
erties and specific commercial uses. 


COMMERCIAL HARDWOOD IDENTIFICATION 
CHART 


Kukachka and Reno.......... $1.00 


Using the simple charts inthis book, you can quick- 
ly identify any important commercial hardwood 
with just the naked eye and a hand lens. Makes it 
easy to separate red and white oak; birch, beech and 
mapte; 04 oom and mahogany; Philippineand true 
d, buckeye and black gum; 
other sontining woods. 24 cages. 
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AMERICAN LUMBERMAN, INC. 

139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $____.. for 
the books | have checked below. 


© Steel Square 
150 Gluing Questions and Answers 
The Woods You Use 
) Commercial Hardwood Identification Chart 
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New Literature 


Technical Data 


Builders’ Hardware. A complete hard- 
ware manual for building maintenance 
men and locksmiths contains data on the 
care and adjustment of such hardware 
items as door closers, locks, latches, exit 
bolts, hinges and pivots. More than 200 
illustrations, drawings and cutaways are 
used in the 45-page manual. It is offered 
free to dealers, maintenance men, lock- 
smiths and contractors who write on let- 
terhead to P. & F. Corbin, Dept. AL, 
New Britain, Conn. 

Circle No. 240 on Coupon, page 72 


Ashestos Cement Siding. “The Shadow 
That Brightens Your Sales Picture,” a 
new full-color brochure describing the 
firm’s new Sil-O-Ett siding, is announced. 
Featuring new, built-in shadow tones and 
straight grain texture, the new siding is 
available in six colors—sun yellow, cadet 
gray, island green, birch white, pastel red 
and pastel green. U.. S. Gypsum Co., 
Dept. AL, 300 W. Adams St., Chi 
cago 6. 

Circle No. 241 on Coupon, page 72 


A new “Operator's Guide” contains in- 
formation on lift truck construction, op 
eration and maintenance, plus helpful 
data on handling and stacking techniques. 
The pocket-sized manual also contains 
valuable safety tips and shows popular 
lift truck accessories designed to speed 
the handling of special types of loads. 
Towmotor Corp., Dept. AL, 1226 E 
152nd St., Cleveland 10, Ohio 

Circle No. 242 on Coupon, poge 72 


FARM FENCE and POSTS 


ORNAMENTAL FENCE 


TYL-LYKE BIN 


Pocket Door Frame. Har-Vey’s new 
four-page Bulletin H-16 describes and 
points out features of new Handi-Frame. 
Construction, operation and door sizes 
also are detailed. Easy installation is 
explained along with sequence photo- 
graphs showing actual construction. Fold- 
er also features and details Har-Vey’s 
new 9515 adaptor for Bi-Parting door 
installation and contents of new Handi- 
Pak. American Screen Products Co., 
Dept. AL, 61 E. North Ave., Northlake, 
Ill 


Circle No. 243 on Coupon, page 72 


Fork Lift Trucks. “Be Years Ahead 
with Allis-Chalmers Fork Lift Trucks” 
(BU-451) is the title of a new 16-page, 
two-color catalog now available. It cov- 
ers the company’s FT series of lift trucks, 
telling the engineering, design, construc- 
tion and operating story of the units. 
Illustrations show features of the trucks 
and the Allis-Chalmers engine powering 
them. Allis-Chalmers Mfg. Co., Dept 
AL, 1126 South 70th, Milwaukee 1, 
Wis 

Circle No. 244 on Coupon, page 72 

Better parking lot planning for passen- 
ger cars, trucks and buses is the subject 
of a new 32-page data book, “Parking 
Techniques.” .he book is a guide for 
designing parking lots of any size or 
shape for commercial, industrial and in- 
stitutional use. Nineteen diagrams show 
space allocations, using the three com- 
mon parking angles—45°, 60° and 90°. 
Minimum and optimum dimensions for 
each arrangement are outlined. Harris 
Barrier, Inc., Dept. AL, P. O. Box 
5826, Indianapolis 23, Ind 

Circle No. 245 on Coupon, page 72 


7 : 
SINC TYINe 


‘Painting Asbestos-Cement Products” 
is the title of a new manual said to be 
the first ever issued on the painting of 
Asbestos-Cement products. It discusses 
the types of paint that can be used on As- 
bestos-Cement, the advantages of each 
type, surface preparation of the material 
to be painted and recommended proce- 
dures of applying paint to Asbestos-Ce- 
ment flat and corrugated sheets, siding 
and roofing shingles. Asbestos-Cement 
Products Assn., Dept. AL, 509 Madison 
Ave., New York 22, N. Y. 

Circle No. 246 on Coupon, page 72 


Consumer Data 


1958 Asphalt Tile Colors. All persons 
who buy or specify asphalt tile will find 
the new “1958 Asphalt Tile Color Classi- 
fication Chart” to be most useful, as it 
not only indicates what colors and pat- 
terns are currently available, but also 
tells the various tiles that give the same 
general color tone or effect. Asphalt and 
Vinyl Asbestos Tile Institute, Dept. AL, 
101 Park Ave., New York 17,N. Y. 


C rcle No. 247 on Coupon, page 72 


Three new Amerock folders for use in 
dealer mailings are announced. “Beautify 
Your Home with Amerock Cabinet Hard- 
ware” is a full-color condensed catalog 
that highlights features of the complete 
Amerock line of hinges, knobs, pulls, 
catches, sash locks and lifts. The sec- 
ond folder shows uses of Amerock’s new 
two-in-one Hide-A-Shelf hardware; appli- 
cations of Amerock Turn-A-Shelf hard- 
ware are featured in the third folder. 
Amerock Corp., Dept. AL, 4000 Auburn 
St., Rockford, Ill. 


Circle No. 248 on Coupon, page 72 


LTIPLIES YOUR PROFITS! 


Continental Flame Sealed Fence lasts longer. The zinc is actually 
welded to the steel. Two styles of fence posts, studded “T” and "U”. 


Customers like Continental Ornamental Fence with its clean, 
bright galvanized finish. Made of special analysis 
COPPER STEEL. Single and double picket. 


All popular sizes and types with a variety of finishes, heads and 
points to meet every need. Available in convenient, easy-to-handle, 


fiberboard containers. 


(Shown below) The easy-selling advantages of the new 


Tyl-Lyke Bin Door... help you sell more roofing. 


Farmers like the better looking, longer lasting, more 
weather tight Continental roofing and siding. 


* il 


» CONTINENTAL 


STEEL CORPORATION - KOKOMO, INDIANA 
PRODUCERS OF: 15 Types of Farm Fence, 


Posts, Gates, Barbed Wire. Standard 
Styles of Galvanized Roofing and 
Siding. Nails, Staples, Lawn 
Fence, Wire Products. 





BUILDING PRODUCTS MERCHANDISER Circle No. 44 on Coupon, page 72 





Setting a 
good 
example 


Dealer Takes Own Medicine 


— Modernizes His Home 


When Mr. and Mrs. M. F. Moyer 
of Eugene, Oreg. (he is sales manager 
of the Eugene Planing Mill) bought 
a home several years ago they found 
they had an ideal subject for home 
improvement. The house was about 
20 years old and in sound condition. 


FOR INFORMATION ON 


Advertised Products 


Circle the numbers at the right which appear 
the which you 


wish datc 


under advertisements on 


FOR INFORMATION ON 


“What's New” Items 


Circle the code number ot the right which 
corresponds to the number listed at the end 
WHAT'S NEW’ 


of that particular item 


May 26, 1958 


Nome 
(Please Print) 


Company 
City 


Mail to American Lumberman 


big change seen in the accompanying 
photographs. His cost for materials 
was $125 (retail). 

When Mrs. Moyer wanted the base- 
ment laundry room brightened up, 
Moyer installed a resilient floor tile, 
knotty pine walls and acoustical ceil- 
ing tile. All the materials were regular 
stock items at Eugene Planing Mill. 

Since the jobs were done they have 
inspired a number of the Moyer’s 
friends to enter into home modernizing 
projects, too. Since “word-of-mouth” 
advertising is one of the best sales- 
builders for small-city merchants, 
Moyer thus let his own investment in 
comfort become a money-maker. 


of it needed 


However, several parts 
modernizing badly. 

One of these areas was the home’s 
fireplace and mantel. With three 
panels of prefinished birch plywood 
and several cartons of a thin, light- 


weight brick, Moyer produced the 
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& Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill 
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Abesto Mfg. Corp. 
Adrian Peerless, 
Ambassa-dor Co. vv ; e 
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American Steel & Wire Div., U.S. Steel 
Appalachian Hardwoods 

Armstrong Cork Co 


Leslie Welding Co., Inc 
L.O.F Glass Fibers Co 
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Master Metalcraft 
Menominee Indian Mills 
Michigan-California Lbr. Co. 
Minnesota Mining & Mfg. Co 
Muller Machinery Co., Inc 
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Barrett Division, Allied Chemical Co "p 
Bestwall Certain-teed Sales —- 
Bilt-Well Woodwork 5 
Bostitch .. ; 32 New York Wire Cloth Co 
Bunyan Lbr. Co., Paul 6 


Parker Hardware Mfg. Corp., S 
Carr, Adams & Collier Co Ponderosa Pine Woodwork 
Cherry River Boom & Lbr. Co 
Colorado Fuel and Iron Corp., The Be . "he 
Columbia-Geneva Steel Div ‘ R-B Co., The 
Continental Steel Corp. 
Crossett Lbr. Co , 4 
Silcrest Co., The 
Southern Lbr. Co 


: Mi — : Southwest Lumber Mills, Inc 
Douglas Fir Plywood Assn Stanley Tools 


Des Peek, biock Co ; Div. of The Stanley Works »99 Steel Racks Give Storage 
Flexibility, More Space 


: Tarter, Webster & Johnson, Inc : 

pened Lbr —% ae Tek-Bilt, Bolt-together steel racks permit 
-atil Fey Jege st BS, ¢ 2a , y -Che A‘ & 
ee ee = greater storage flexibility in the asphalt 
shingle shed at Moser Lumber Co., 
ae tke date 2§ U S Piywood C ~~ ang a Naperville, Ill., according to yard fore- 
ar Lbr. Sales C , : S. Plywood Corp ; & d 

insular Lie. Sales Corp ss U. S. Steel Corp. .. man Ron Hunt. By making use of the 
U. S. Steel Export Co : adjustable feature of the steel rack 

Upson Co., The . 4 
: parts, it is possible to make the racks 
Jones & Laughlin Steel Corp fit the materials to be stored. When 
Visking Co., 7 Y EAS . + . 
Div. of Union Carbide Corp the self-pallet type of asphalt shingle 
Kaiser Aluminum & pack is received from the mill, several 
Chemical Sales, Inc 9 enin er 7 . ae 
King & Prince Hotel, The 3 West Coast Lumbermen’s Assn : short planks are placed over the steel 
King’s Gateway Hotel, The j Western Red Cedar Lbr. Assn > horizontal sections of the rack. Other- 


Knape & Vogt Mfg. Co ; 5 Weyerhaeuser Sales Co 38 . > rac ‘ 
aS Win Chek Go wise, the racks hold standard wood 
Kyanize Paints, Inc. § Wood-Mosaic Corp pallets perfectly. 





% ol ST. SIMONS ISLAND, GEORGIA 
i py Located off the Atlantic Coast on the Golden Isles of 


“Understand he got the job i» Georgia—enjoy a myriad of seaside activities 
through a classified ad in ocean bathing, fishing, boating, sunning 
AMERICAN LUMBERMAN!” Private pool. Skeet shoots. Outdoor dancing 


and entertainment. Cuisine. Fascinating ac- 
commodations. Club-like atmosphere. Riding 
Whether you're looking for a new job... trails. Yacht Club. Golf course. Everything to x 
a new man to fill an old job. . . want to mahe you enjoy your VacEnen, 
buy or sell equipment, lumber, a business 
—you'll get results by using the classified 
pages of AMERICAN LUMBERMAN! ~ 


Write today 


139 N. CLARK STREET @ CHICAGO 2, ILLINOIS 


American Lumberman — rince 0L, é =~ 
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Cabinet for Lumber Sample Merchandising Aid 


A filing cabinet for lumber samples 
is used as a merchandising aid by the 
MacLea Lumber Co., Baltimore, Md 
The panels are 36” x 40”. Each panel 
is separated by angle holders and can 


Can’t Help Seeing This Sign 


Buyers at Coutu Lumber Co., West 


easily be removed by the salesman 
in case he would like to take it with 
him on a call. Photo shows Daniel 
MacLea, a company executive, point- 
ing out the features of a sample. 


— 


Warwick, R. I., can see its big sign Offers Free Community Room to Groups 


from a long distance. The sign extends 
32’ above the roof of the building 
Each square is 4’ x 5’ x 10” with 30” ! 
raised, molded red plastic letters Lumber Co., Roanoke, Va., to all 
mounted on a white corregated plexi- groups and organizations. 

glass background. The backs of each it helps build good will and 
. - 2 introduced us to many new cus- 
square are made of 24 gauge bonder- tomers,” says president J. Cutcheon 
ized, galvanized sheet iron mounted Hodges. People have to pass 
to a 5” steel post. The sign is lighted through the main floor showroom 
with four slimline fluorescent lamps. to reach the second-floor meeting 
room. Someone is always available 


A community room seating near- 
ly 100 is offered free by the Hodges 


Cost of the sign was $1,500. 


74 


in the showroom to answer ques- 
tions. 

In addition to tables and chairs, 
the meeting room has a blackboard, 
tape recorder, movie projector and 
loudspeaker. A stage can be erected 
when necessary. Occasionally, 
Hodges will stage a power tool dem- 
onstration or some special exhibit 
of products for these groups. 
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FOR EXTRA PROFITS...STOCK 


WOOD PRESSURE-TREATED WITH 


Self-feeding bunker silos are popular with farmers 
because they reduce the work load...are econom- 
ical to build. Today bunker silos—and many other 
types of structures —are being made more and more 
with creosoted wood. That’s why there’s an in- 
creasing demand for lumber, poles and posts that 
have been pressure-treated with creosote—the only 


BARRETT DIVISION 


Allied Chemical Corporation 
40 Rector Street, New York 6, New York 
OVER 100 YEARS OF LEADERSHIP 


time-proved preservative. 


You can count on earning extra profits if you stock 
up on pressure-creosoted products now. Get the full 
story on where you can get the poles, lumber and 
posts you'll need to capitalize on this expanding 
market. Mail the coupon below today for complete 
information. 

MAIL TODAY! 


BARRETT DIVISION, Dept. 66-E-26 

Allied Chemical Corporation 

40 Rector Street, New York 6, New York 

Please let me know where I can get the best pressure-creosoted poles, 
posts and lumber...and send me your free literature on fences, 
pole-frame construction buildings, bunker silos and the advantages 
of using pressure-creosoted products. 


NAME. 


ADDRESS__ 


owen nr ne ee ee = 


CITY ntangneiiesis a ee 
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> ‘amous Arizona Brands 
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the "HASHENITE” Brand... |, 


The operations of the Aztec Cattle Company, 
known far and wide as the ‘‘Hashknife Outfit,”’ 
once extended from Flagstaff to Holbrook; 
from the Tonto Rim to the Navajo Reservation. 
As the name implies, the brand’s design was 
modeled after the old-time chopping knife. 
Much of the old Aztec Cattle spread is now a 
Tree Farm owned by Southwest Lumber Mills. 





oe, he 


Brand 


[ae a eh 
e is a trusted trademdgigimiong 
nd-conscious lumber b SA carload of 
)UTHWEST “FRIENDLY IN@EAN” BRAND 
) KD PONDEROSA, mixed to yor ifications, 
: show you the advantages » ; 


i Sales Office: P.O. Box 908 - Phoenix, A 
IF there are any young “trail riders” vs, ALpine 8-4811 TWX P 


ee see, OW eae Seley ane ional Sales Office: 135 S. LaSalle St.- Chicago 
them an interesting booklet of illustra- : Pie , % : ~~ 
é DEarborn 2-3595 TWX CG 


tions and brief histories of famous ° te 
Arizona cattle brands. Just write to our Mille at Flagetaff and McNary, Arizona 
General Offices, Department A-1. i. ae, a Si 
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